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HIGHLIGHTS of the Issue 


’ Lots OF LABOR groups have gained great 
power—a few have matured in their judg- 
ment of how to use that power. The building 
trades unions in Marin County, California have 
evidently reached that point as indicated in the 
article beginning on page 12 about the millen- 
nium that comes when labor and management 


are buddies. 


> THE ANNUAL Clean Up-Paint Up-Fix Up sea- 
son is drawing near, and merchandising- 
minded lumber dealers see in it an opportunity 
to do themselves and their neighbors some good. 
The Clean Up story on page 14 will tell dealers 
where and what they can get as merchandising 
helps in connection with this campaign. 


> THis MONTH’s Farm Building Roundup by 
Joe Schaffhausen (page 15) is a discussion of 
barns—based on an authoritative survey by the 
University of Illinois and American Zinc Insti- 
tute. It contains real meat for a dealer who may 
be building a barn or two for his farmer cus- 
tomers in the peace to come. 


’ HERE ARE THE answers to wood construction’s 
detractors who come up with the argument 
that frame construction is a fire hazard. The 
story on page 16 is important to lumber dealers 
because they are the ones who will be facing 
the public when this question is raised. They 
can be vigorous and authoritative in their re- 
buttal. 


ONE OF THESE DAYS—very soon we hope, the 
> boys and girls who marched off to serve their 
country on the battlefronts will be coming back 
to their individual paradises — home. But if 
home is to retain all the allure it now holds for 
those who have thousands of miles of ocean 
between them and us, there must be a job there 
to keep them busy and to feed them and their 
families. Veterans have certain rights in regard 
to the jobs they left when they entered the 
armed forces, and employers have certain rights 
as well as certain obligations. A digest of both 
sides of this picture is the substance of the 


article beginning on 18 concerning the 
rehiring of your company’s veterans. 
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in small animals. 
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EDITORIAL | 


There's No Crime in Planning Now 
for Postwar Business Prosperity 


As our armies smash victoriously ahead in west- 
ern Germany it becomes evident that the tides of 
war have turned in our favor. Superior might, 
stubborn determination and courage are crushing 
the enemy forces. Possibly the European phase of 
the war will be over when this page reaches print; 
perhaps it will continue for weeks, or even months. 
But victory is certain and the beginning of the end 
is in sight. 

The time for sane, intelligent postwar planning 
has arrived. Industry must reject the government 
taboo on talk of reconversion—a taboo which was 
imposed when the Nazi legions swarmed West- 
ward across the Rhine just before Christmas. That 
German thrust shattered our smugness, forced us 
to rededicate our energies to total war. And 
rightly so. But since then the picture has changed. 

Victory in Europe will not spell the completion 
of our task. A long, bitter struggle in the Pacific 
lies ahead, and every right-thinking American will 
agree that our time, energies and materials should 
be devoted wholeheartedly to the successful prose- 
cution of that struggle. Mars still has first call on 
our resources. We must back our fighting forces 
until the echo of the last shot dies away. 

We must dispel the notion, however, that it is 
unpatriotic to plan for postwar. We must realize 
that when victory in all theaters has been achieved 
we will have won but the first—or military— 
phase of this global upheaval. There will follow 
the second—or economic—phase, the outcome of 
which will shape the pattern of our society for dec- 
ades to come. No less important, no less difficult 
than the military phase, this economic struggle will 
demand our best efforts. Every businessman, 
large or small, must join it. 

The objectives are full employment and con- 
tinued prosperity. Industry will be expected to 
lead the way. To do so it must be prepared. But 
industry is hamstrung by a government taboo 
which frowns on the slightest mention of “‘recon- 
version’ or ‘‘postwar planning.” 

The price of unpreparedness is failure—and 
failure in this mighty task will pave the way to 
financial and social chaos. It will give radical ele- 
ments an opportunity to point an accusing finger 
at private enterprise, to militate and clamor for a 
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“planned economy’ which would regiment once- 
free Americans under a super-state with fantastic 
and dangerous powers. 

It is significant that many administration spokes- 
men have never ceased talking postwar. They 
have forbidden industrialists to mention reconver- 
sion, but have themselves continued to spout 
promises about the glorious Utopia which will 
spring, full-grown, into being at war's end. That 
kind of Utopia cannot be talked into existence. It 
must be planned and built. 

Much is at stake. To maintain the kind of life 
we know, we must win the postwar economic bat- 
tle. We must strive mightily to provide full em- 
ployment. Manufacturers must produce, and re- 
tailers must sell at a rate never before equalled. 
The time has come for some serious planning. 


Familiarity Lessens Interest 


Three new aluminum box cars, the only ones of 
their kind in America, were exhibited to the pub- 
lic recently. Heralded as the most modern thing 
in freight handling, these cars are considerably 
lighter than those of standard construction. Their 
trim, metallic lines drew many admiring exclama- 
tions from the visitors. 

Very few people commented on the fact, how- 
ever, that all of these cars are floored with wood 
and lined on the sides and ends with wood from 
floor to roof. The lumber used in all three cars 
for floors, side and end lining is Southern yellow 
pine. In addition, one of the cars has its roof 
lined with fir plywood, and the other two have 
roofs lined with insulation board. 

This demonstrates that lumber cannot be en- 
tirely eliminated in the construction of an “‘alumi- 
num” box car. In fact, each of these cars required 
about 2000 board feet of lumber. 

A pamphlet describing the cars was handed to 
visitors. It described the various parts and ma- 
terials used in construction of the cars and listed 
dozens of suppliers who furnished them. There 
was, however, no mention of the lumber or the 
firm that supplied it. Apparently wood is too 
commonplace. The public takes it for granted. 

Lumber is not new; we've had it for years. But 
it is still one of our best and most versatile con- 
struction materials. Why doesn't it get the pub- 
licity it deserves? 


































































































IME WAS, according to George R. Scott, of San 

Rafael, Calif., that builders and contractors would 

turn purple when he walked onto a jobsite. Mr. 
Scott, now president of the Building and Construction 
Trades Council of Marin County, recalls happily that 
it is some time since labor leaders and employers went 
howling down the street in opposite directions in this 
California county. 

In sharp contrast to the “just wait until the war is 
over” attitude that prevails in some sections, the exist- 
ing unity here is such that it has been possible to set 
up actual labor-employer machinery to handle expected 
postwar problems. Sales of lumber dealers depend so 
directly upon harmony among building trades crafts- 
men, pent up civilian demands notwithstanding, that the 
Marin County methods are worthy of inspection. 

Here’s a problem that is seldom met squarely: What 
to do with all these mechanics who aren’t mechanics, 
painters who aren’t painters, and the great number of 
shipyard workers, for example, who have learned only 
a part of their craft? The country is teeming with wood 
butchers. What about the veteran who learned a trade, 
or part of one, in the armed services? 

The Marin County union solves it this way. A young 
fellow who’s been sawing out forms at any one of the 
yards that dot the waterfront, walks into the Trades 
Council at San Rafael and says he’d like to stick around 
and be a carpenter. He has a good work record, seems 
to show some promise, so he is referred to the head of 
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Labor difficulties in the building trades can upset a lumber dealer's best laid plans for home- 


workers who think they are qualified for any building job that comes along. 


Labor farnouy 


Smooths Home Building Path 


building and remodeling sales. That’s why this story outlining how labor and management 
have ironed out their problems in Marin County California may be important as a pattern 


for others to follow. This story also offers a solution to the problem of half-trained war 


the carpenters’ local, A. F. of L. At some point along the 
way, a long personal discussion is held. The applicant 
is briefed on the ups and downs of a carpenter’s life, and 
told he will have to complete his apprenticeship, go to 
school, and otherwise fill in the missing links. Credit 
will be given for his past experience and training. (This 
also applies to ex-servicemen, particularly those from 
the construction battalions of the Army Engineers or 
Navy Seabees.) The next steps will probably find an 
Association of General Contractors representative as- 
sisting to spot the new apprentice with one of the local 
members. Over at San Rafael High School, Superinten- 
dent Oliver Hartzell will note the name of one more ap- 
plicant. As soon as ten or more of a given craft have 
been assembled, instruction—geared to the regular on- 
the-job work of the men—begins. This training receives 
State and Federal backing, costs the student nothing but 
the will to learn. The certificate of proficiency in the 
trade, awarded by the State of California, is just as 
fancy as any diploma, and means what it says.’ 

Actually, this program is already practicable so far 
as World War II vets are concerned, who can, under 
subsidies of the “G. I. Bill,” begin their schooling and 
draw an apprentice income to boot. The Trade Council 
keeps its latch string out at the Veterans’ Administra- 
tion and other service centers, but as of now, most of 
the returned lads are intent at free-lancing around after 
any bigger-paid temporary job they can get. 

Asked whether this business of making their own se- 
lection of men recommended for further training in the 
craft would not also serve to limit the number of ap- 
prentices, Mr. Scott said that no good man would be 
denied an opportunity. The man whose record indicates 
chronic absenteeism and the general disposition of some- 
one looking for a soft touch, will have to look else- 
where. If any one craft appears to be becoming over- 
crowded for the amount of work in sight, this situation 
will be made very clear to any new applicant before his 
acceptance. Naturally, if there aren’t enough jobs, the 
plan will fail. 

That’s where some bigger ideas come in. In a small 
booklet entitled “Your Marin ... Today .. . Tomorrow,” 
the Post War Planning Committee, Building and Trades 
Council (already mentioned), and the county’s Central 
Labor Council, have outlined their objectives. Marin 
County, extending as it does just north of San Fran- 
cisco, beginning at the Golden Gate, is more or less a 
patchwork of independent and contiguous suburban 
areas. Sandwiched between the little towns are live- 
stock and dairy farms, a few growing crops, and much 
watershed hinterland on which the whole locality is de- 
pendent. The proposal of a sizable improvement that 
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entails a good deal of construction usually encounters 
crippling, conflicting interest, all concerned with their 
own opportunities to benefit. Building codes and other 
regulations all but change and add confusion to every 
separate job. Road building and sewage disposal prob- 
lems are likewise involved. With all this work in sight, 


When those who have been using hammer and saw on 
projects closely connected with the war effort, like that pic- 
tured above, return to jobs on peace-time building programs 
like that pictured below, they'll have to prove they are 
craftsmen rather than nail benders, to get by unions and 
management in Marin County, California. Marin County is 
a haven where labor and management have looked upon their 


but otherwise hog-tied, labor is making an active at- 
tempt to clear the way before war work runs out. A fish 
packing company is ready to move in with an odorless 
factory if certain details can be ironed out. 

The refreshing thing about the proposals are that they 
do not rely on some Federal planner to decide what is 
good and pour out other people’s money. They do advo- 
cate the surrender of some major rights of municipalities 
to the County government, and therein lies some contro- 
versy. The proposals dip into many civic and social 
phases where angels fear to tread. But at least it is a 
plan—the first step toward an argument, a solution, and 
progress, in the matter of getting somewhere in post- 
war America. 

It may seem odd that a group of union locals should 
be interested in anything beyond rates of pay and hours 
of work, and whether a painter shall use a 4-inch brush, 
or a 6-inch brush, or no brush at all. Well, it seems all 
these little niceties have been worked out. But out of 
the legal and physical violence seems to have come a 
meeting of minds. The painters, for example, are work- 
ing under an agreement that lasts until June 1, 1947. 
Wages and hours can be settled only by debate, but on 
other subjects, Scott says they have tried to avoid the 
ridiculous by insisting on methods that are compatible 
with the best means of getting the job done. He is frank 
to admit they view new machine tools with alarm until 
the trade is in a position to absorb them. It goes back 
to the age-old problem of making jobs go around. 

Take the spray gun. It is as much an argument of 
method as it is an instrument of speed. After winning 
a legal fight against its use, on the grounds of injurious 
effects on the health of the operator, the local unions 
turned around and authorized its use in places and sur- 
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own and the other fellow's problems realisticly to their mu- 
tual benefit. Labor forces there realize that modern de- 
vices, such as the paint spray pictured on the opposite page, 
lower costs, increase demend, and make more jobs in the 
long run. 








faces where they felt the spray gun could do the best 
job, provided certain safety standards were maintained 
for the protection of the operator. 

What this may some day mean is that maturing unions 
will not object to labor savers so long as their men are 
busy. With plenty of work to do, there is no point in 
jacking up the cost of a project by doing it the hard 
way. Men here feel that an expanding community has 
no business in scaring away new capital. 

When service clubs gather around Marin County, it is 
not unusual to find a local union official on the speakers’ 
roster. These men are not wax-tongued orators hired 
for the job. In a very ordinary and neighborly way, 
they try to explain their activity. A somewhat skepti- 
cal audience discovers that that’s the guy who lives 
down the street—been there for years—and not an im- 
ported Red after all. At these meetings, a little side 
campaign is introduced to build up the odd job, repair 
and remodeling business, that can take up a good bit 
of the post war slack. 

Home owners who have had difficulty finding help dur- 
ing the war are becoming handy with tools, and some of 





CLEAN-UP 
Band Wagon 


LEAN UP—Paint up—Fix up sea- 
son is approaching again with its 
multitude of promotion and sales 

possibilities for lumber and building 
materials dealers. There is no uni- 
form date throughout the nation for 
the campaigns, but each local com- 
munity selects its own date, in the 
spring months, according to climatic 
and other conditions. 

A wealth of material is available 
from the National Clean Up & Paint 
Up Campaign Bureau, 1500 Rhode 
Island Ave., Washington 5, D. C., por 
that will furnish aid in making any NQ Uin 
local effort a success. The lumber 
dealer might well be the factor which 
gives such a movement its impetus in 
his town, as most of the materials 
which have a part in a clean up— 
paint up—fix up effort are included in 
the merchandise sold by a lumber 
dealer. The schools, the chamber of 


commerce, the fire department, the with a nominal, 
Boy Scouts, and many local business charge in most cases, the following 





expense-covering 


them have ambitious plans about doing their own repair 
work—plans that are almost sure to undergo drastic 
revision after the first few boards are sawed. Labor 
wants to convince these Sunday craftsmen that union 
help can do the job better, and guarantee the work. 

Labor is advertising high standards of workmanship. 
If a contractor under agreement with a union botches 
up a remodeling job, he is required to do it over, or the 
union sends men in to do it right, at the expense of the 
contractor, and the blessing of the home owner. Here 
again, the building supply men profit, because once the 
home owner knows he is going to receive full value for 
his expenditures, and decides on a professional job, his 
attitude often becomes “Might as well get everything 
fixed while we’re at it.” 

Without entering into the pros and cons of some ex- 
tremely controversial subjects, the writer feels that he 
has sailed under a white flag to rescue some encouraging 
facts. To that end, this article has been written simply 
as a report of what is going on in at least one county. 
The essential thing is that something is going on. Prog- 
ress is being attempted in a field that can tie postwar 
building into hangman’s knots, if left to shift for itself. 


Bc 


EMENT DOES so MUCH FOR So LITTLE 


New window display piece (No. 100) promoting paint available from the National 

Clean Up and Paint Up Campaign Bureau, 1500 Rhode Island Ave., Washington, D. C. 

Lithographed in brilliant colors, the display sets up to 45 inches wide by 33 inches 
high. Sold on cooperative price basis covering only cost and handling. 


specifically designed for lumber 
dealer use. These are all sizes, 














houses are certain to join in whole- 
hearted support of this annual fea- 
ture. 

The national campaign bureau men- 
tioned above will send a single copy 
of a clean up—paint up—fix up cam- 
paign handbook to those requesting 
it, free of charge. It contains de- 
tailed information about organizing a 
campaign and a variety of stories 
about other towns who have made an 
outstanding success of their clean up 
efforts. In addition there are offered, 
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promotion help: 

1. Big, full color window display 
cards, as reproduced elsewhere on 
this page—size: 45 inches wide, 33 
inches high with an 18x 7% inch 
space for the dealer’s imprint. 

2. A talking motion picture trailer 
which will run one minute and 28 
seconds at a local theater, avail- 
able for $10 with the dealer’s name 
worked into the picture. 

3. An infinite variety of newspaper 
advertising mats, some of them 
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and include excellent art work. 

Posters, window display cards, 
set-up cards, window streamers, 
cloth banners, buttons, stickers for 
letters and literature, street car 
and bus cards, and certificates of 
merit—all in full color printing. 


. A booklet of news features—short 


articles for use in newspapers and 
on radio stations, and by schools 
and campaign committees. 

A direct mail pamphlet to send to 
customers and prospects. 
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Barns 


HERE HAVE been many surveys on the postwar 

plans of farmers and most of them have been in 

general agreement on what the farmers of this na- 
tion would like to do after the war. 

Recently there has been another survey released that 
pegs down much postwar guessing by giving us a state- 
ment on “The Farm Building Conditions and Needs in 
Illinois.” While this survey is based on Illinois farms, 
it can serve as a conservative guide for the rest of the 
nation’s farm building needs, as buildings on [Illinois 
farms are generally as well maintained as in any state. 

Perhaps the most important thing pointed out is the 
kact that the general purpose barn is still the headquar- 
&ers building for most farm service and, except for the 
house, the oldest building on most farms. The average 
age of all barns surveyed was 40.35 years. In the north- 
érn and western areas of the state 56 years was the 
average age. In the central areas, 40 years, and in the 
Southern part less than 30 years. Of all the barns now 
in use more were built before 1875 than since 1935. 

Among the farmers interviewed, there seemed to be a 
difference of opinion as to how efficient this type of 
barn really is. One school of thought believed in sepa- 
rate buildings for grain storage, machinery, hay and 
various kinds of livestock, while another group felt the 
general purpose barn served their needs well. In the 
inal analysis, however, it was evident the general barn 
was here to stay and will come in for major considera- 
tion when remodeling can be done. Few farmers plan 
to tear down their barns and build a new set of special- 
ized buildings. 

Ninety-one percent of all farms surveyed had a gen- 
eral barn and depreciation was estimated to be 51.3 
percent. Specifically, the frames of 60 percent of the 
barns were found to be in better condition than any 
other part. This is due to the heavy timbers used 
when the barns were built. This condition would indi- 
cate a large remodeling potential, as any other part of 
the barn can be replaced rather inexpensively and easily. 
Two-thirds of these barns will need some attention to 
the foundations and in 59 percent of the cases sills and 
lower walls will need replacing. 

Both of these jobs are familiar to farm carpenters 
and contractors. 

Many of these barns still have earth floors. For the 
purpose of this survey, these earth floors were consid- 
ered poor with the result that 80 percent of the barns 
are rated as needing either new concrete floors or re- 
pairs. Sixty-eight percent require re-siding or repairs 
to side walls and 85 percent were considered to need 
paint. Windows and doors are in particularly bad condi- 
tion as 78 percent need some window or door replace- 
ment. Fifty-eight percent of the roofs need repair or 
replacement. 

The size of the Illinois barn varies but the most typi- 
cal size is 34x 48 and most of these have an overhead 
hay mow. 

Knowing this, the size of the repair and recondition- 


AMERICAN LUMBERMAN, March 31, 1945 


Ve Eile. 
¥ a f 
> 


By J. F. SCHAFFHAUSEN 





ing market can be figured on a barn basis. The size of 
the total Illinois bill for reconditioning might be figured 
too, as the survey indicates that there are slightly more 
than 194,000 barns of this type in the state. 

Recently I have seen some educated guessing to the 
effect that there are from 6,500,000 to 7,500,000 barns 
in the United States. Applying this Illinois yardstick 
as to the condition of barns to the total number in the 
country, the repair and remodeling potential is stag- 
gering! 


— - _— 


Poultry Houses 


This same survey indicates that there are 254,000 
poultry houses on Illinois farms, even though poultry 
production is definitely a sideline on most of the farms. 
The average age of all poultry houses surveyed is 21.7 
years, ranging from 28.9 years in the north to 14.7 in 
one southern county. About half of these houses were 
built since 1920; the average house having an average 
fioor space of 392.9 square feet, which is adequate for 
100 chickens. Firty-one and nine-tenths percent of all 
houses, however, would accommodate less than 100 hens. 
The typical house might be said to be 14x28 feet. 
condition. Forty-one and nine-tenths percent of all 
poultry houses were rated as being in good condition. 


Me 





The subject of this issue's cover photo is typical in size and style 
of Illinois barns while the above could be found duplicated on 
sub-standard farms all over the country. 


However, better floors and foundations are needed in 
most of them as, in the case of barns, the framing was 
good in 60.1 percent, indicating that it would be more 
advisable to remodel most of the houses rather than 
to rebuild. : 

41.5% of all foundations need repairs 

50% of sills need replacing 

66.7% need new doors and windows 

61.7% need new floors 

52.5% need repairs to side walls 

53.9% need re-roofing 

81.8% need painting 

Survey quoted was the work of the University of Illinois and 

American Zinc Institute. 
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Wood Construction 


Meets xc Tests 


Lumbermen can be positive in their rebuttal of 
charges that wood construction is a fire hazard. 


ARTIME experience fostered 
great advance in design and 
converted many skeptics to 

timber construction. The receptive 
market thus won in war should be 
and can be retained for the lumber 
industry in peace. The fight to hold it 
will be at the grass roots .. . in the 
hands of the man closest to the con- 
sumer, the retail lumberman. 

The retail lumberman will be in 
there pitching for his merchandise 
in competition again. Besides his old 
standby, the home market, he will be 
bidding on heavier commercial struc- 
tures such as’ garages, hangars, 
stores, and warehouses. 

When the competition brings up, as 
it will, the question of fire safety, 
the lumberman will have plenty to 
say if he knows the answers and has 
the courage to grasp the nettle firmly. 

“Contrary to popular belief, wood 
structures have an honorable fire ex- 
perience record,” said Frank J. Han- 
rahan, a structural engineer, speak- 
ing recently before a group of archi- 
tects, “and, if greater fire resistance 
is needed, adequate fireproofing meth- 
ods are available.” 

Perhaps the most prominent fact 
in the mind of the layman concern- 
ing the relative fire safety of timber 
and other construction materials is 
that wood burns and some of the oth- 
ers do not. The actual performance of 
timber and other materials when ex- 
posed to fire is seldom considered 
further. 

Certainly wood will burn, if it is 
exposed to naked flame. However, it 
will not buckle, warp, twist, sag, 
crumble, or otherwise distort under 
heat, which is more than can be said 
for some of its competitors. In short, 
it will continue to perform its struc- 
tural function until it is charred so 
deeply by actual contact with flame 
that it breaks. A fire severe enough 
and prolonged enough to eat that 
deeply into the heavy timbers of a 
garage roof truss, for instance, would 
destroy the structure beyond hope, no 
matter what its basic material, bar 


none. 
A review of fires in timber struc- 
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by Robert Turner, National Lumber Manufacturers Association 





Four condemned planes with 360 gallons of gasoline and 40 gallons of oil, plus 15 gallons 
of gasoline spilled on the floor, furnished fuel for this fire—the last of 17 fire tests carried 
on in this sprinklered, timber built, wood structure. 





tures and structures of other mate- 
rials indicates that other factors than 
that of combustibility are equally im- 
portant, if not more so. 

In buildings such as hangars, shops, 
garages, and warehouses, the fire 
hazard is not due to any appreciable 
extent to the structural material it- 
self, but to the contents or to exter- 
nal conditions. It is the nature of 
the contents which determines the 
rate of fire spread, once a fire is 
started. Where the contents are 
highly inflammable, fires generally 
spread through an entire building 
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within a few minutes and temperature 
builds up rapidly. Where metal 
trusses are used, buildings are fre- 
quently rendered unsafe almost im- 
mediately because of the possible col- 
lapse of the unprotected metal. 
Contrast this with structures built 
of timber. An outstanding example 
of the fire safety value of a lumber- 
built airplane hangar equipped with 
sprinklers was demonstrated at the 
U.S. Bureau of Standards. Seventeen 
fire tests consumed 40 condemned 
army airplanes and hundreds of gal- 
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lons of gasoline and oil. After the 
final fire test, in which four planes 
were placed in the hangar with tanks 
tilled with 360 gallons of gasoline and 
i0 gallons of oil, and 15 gallons of 
gasoline spilled on the floor and ig- 
nited, the hangar was still in excel- 
lent condition, there being only two 
lightly charred places on the wood- 
sheathed walls and roof. 

In a six-story warehouse fire at 
Tacoma, Wash., the fire raged for 
nearly four hours and in spite of the 
fact that fire broke out on three floors 
by following up an elevator shaft, no 
failures occurred either in the wood 
laminated floors or in the heavy tim- 
ber supporting columns and stringers. 
In almost the entire building the 
original timbers were subsequently 
covered over and permitted to re- 
main in use. 

In standard fire temperatures of 
the American Society for Testing 
Materials tests of building materials, 
a temperature of 1,100° F. is reached 
within six minutes. At this tempera- 
ture certain structural metals have 
less than half of their normal tensile 
strength, and at 1,700° F. they will 
not support the dead weight of a 
structure. Where there are highly 
combustible and volatile contents, 
such as oils, paints or lacquers, the 
fire may be a “flash” type and reach 
maximum temperatures of 2,000- 


2,500° F. in a few seconds, which will 
cause unprotected metal to collapse 
so quickly that possibility of fighting 
the fire advantageously is precluded. 

Wood loses its strength only in pro- 
portion. to the degree of charring 
under fire temperatures. Penetration 
tests on wood exposed to standard 
fire temperatures show that in gen- 
eral wood chars and burns at the rate 
of about one inch in depth in 33 min- 
utes. Based on the size of the 'mem- 
bers in the structures and a safety 
factor of four for the timbers, the 
actual failure time may be roughly 
computed for exposure to standard 
fire temperatures. For example, it is 
not unreasonable to expect that a ten- 
sion member may have approximately 
three-fourths of its section charred 
before the stress in its remaining 
section is such that the timber might 
be expected to fail. Where timber 
joints are assembled with timber con- 
nectors, these may be expected to 
carry the load as long or longer than 
the chord members, due to the fact 
that the connectors are insulated 
from the heat and continue to carry 
most of their load even though the 


Here is the same building in usable condi- 
tion, after the fire, showing two lightly 
charred spots on roof and walls, and only 
superficial damage to the wooden members. 
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wood around the bolts may be charred 
by conducted heat. The higher the 
hazard or degree of combustibility of 
contents, the greater the relative fire 
safety of timber construction as com- 
pared to materials which may fail 
quickly under sudden and high tem- 
peratures. 

A fire in a building with unpro- 
tected metal trusses usually results 
in a twisted mass, requiring consid- 
erable expense in clearing it away. 
In contrast, damaged timber trusses 
are often repairable in place, or are 
readily dismantled with common la- 
bor, and unburned timbers are sal- 
vable. 

Trusses of other materials than 
timber, when falling, almost inva- 
riably pull over the side walls, while 
wood trusses generally cause no such 
damage when the walls are of brick 
or masonry. 

While insurance rates may vary for 
different localities, heavy timber con- 
struction is generally recognized as 
having a much more favorable fire 
insurance rate than unprotected met- 
al. Timber construction, sprinklered, 
is considered an exceptionally good 
fire risk and carries a proportionately 
low rate. In some instances it is the 
lowest obtainable. 

The lumberman has a great story 
to tell when fire hazards are a selling 
factor. 














EMPLOYERS’ GUIDE TO VETERAN 


RE-EMPLOYMENT PROBLEMS 


HEN THE veteran comes back 
his one basic desire will be for 
steady employment and security. 

He is not interested in the technicali- 
ties of law, as such, as to why he 
may or may not be rehired. As for 
disability he feels it is the mark of 
sacrifice that earns him the right to 
more, not less, consideration from so- 
ciety in general and his old employer 
in particular. Justified or not the 
general feeling may probably be that 
he is entitled to a good living, even 
if it is at someone else’s expense, and 
that everyone who stayed at home, no 
matter how crucial his task, is some- 
how less worthy of consideration. 

Exceptions to the above attitude will 
be found in all walks of life, but psy- 
chiatrists agree that the general pat- 
tern will be along those lines. 

A multitude of problems will face 
the employer, whether he be a small 
business man with a couple of veterans 
eligible for return to his company, or a 
corporation personnel manager with 
hundreds of individual cases to meet. 
What will be done about men who 
held low level jobs in the company but 
rose to positions of command and re- 
sponsibility in the Armed Forces. It 
will not be easy to fit an Air Force 
captain back into his old job as a 
$35-a-week bookkeeper. On the con- 
trary an assistant sales manager 
whose return has been anticipated may 
have developed battle neurosis which 
totally unfits him to his old work—but 
not for another job. 

Congress has made liberal provi- 
sions for returning veterans. Their 
“rights” in regard to their old jobs 
are many, and the rules of the game 
—what the employer is obliged to do, 
and what is not required of him re- 
garding his former employees now in 
service, is the basic subject matter 
of this article. 


Surveys Misleading 


Widespread publicity has been given 
to surveys which indicate that only 25 
percent of returning veterans will 
want their old jobs back. But these 
surveys have been made when jobs are 
plentiful and workers scarce, and the 
flood of manpower which will come 
back onto the labor market with full 
scale demobilization of the armed 
forces, will certainly change this labor 
picture, and the pressure to get old 
jobs back will mount sharply. It is 
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safe to estimate that a substantial 
majority (six out of ten) veterans will 
be coming back to their former em- 
ployers for a job if they haven’t been 
mustered out before the war ends. 
Present indications would suggest 
that about 2% million men will be 
slated as “surplus” after V-E day to 
be discharged at a rate of about 145- 
150 thousand a month for the first six 
months, and then about 250,000 a 
month thereafter. Length of service, 


overseas service, combat participation, 
and parenthood will be factors in de- 
This 


termining order of discharge. 





This is the official lapel button which identi- 
fies an honorably discharged veteran of 
World War Il. 


will tend to favor older men. No 
preference for particularly skilled or 
key men, essential to a former em- 
ployer will be extended. 


Employer’s Duty 

The employer is charged with the 
legal duty of restoring to his or her 
former job or to a job of like seniority, 
status and pay, any individual who: 

1. Has been discharged under hon- 
orable conditions from the Army, 
Navy, Marine Corps, Coast Guard, 
Army Nurse Corps, Merchant Marine, 
WACs, WAVEs, SPARs (but not Coast 
Guard Auxiliary). 

2. Applies for such reinstatement 
within 90 days of being mustered out, 
or discharge from hospitalization, if 
continuing for less than one year after 
discharge. 

3. Is still able to perform previous 
or comparable duties. 

4. Was a permanent, not a tempor- 
ary, employee—and unless the employ- 
ers’ circumstances have so changed 
as to make such reemployment “im- 
possible or unreasonable.” 
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If an employer refuses to rehire a 
qualified veteran the local draft board 
will attempt persuasion. Next, a suit 
will be brought by the U. S. district 
attorney in the Federal district court, 
and the court will order the veteran’s 
reinstatement with back pay accumu- 
lated from the date the veteran should 
have been rehired to the date when he 
is actually taken back. Refusal to 
comply is in contempt of court with 
fine and imprisonment as_ possible 
penalties. 


Some WMC Rulings Waived 

The War Manpower Commission has 
relieved veterans of the necessity of 
presenting statements of availability 
or referrals from USES on applying 
for jobs. Also such veterans can be 
hired without regard to WMC employ- 
ment ceilings—so if an employer’s 
number of employees, has already 
reached his ceiling he may continue 
to take on veterans. 

Businessmen often ask if they are 
required to rehire all of several people 
who successively went into the armed 
forces from the same job. Only the 
first holder of that job need be rehired. 
The other case where veterans would 
be considered as having held “tem- 
porary” jobs only, are those who 
entered service from jobs that were 
created solely for war purposes—jobs 
that will end when the war ends; and 
in general, employers: are not legally 
compelled to rehire employees who left 
such temporary jobs to go to ‘war. 
There will probably be much future 
litigation concerning what’s tem- 
porary and what’s permanent. 

Many veterans will waive their re- 
employment rights. One who asks for 
a job when he returns, and refuses to 
accept his old one has automatically 
ended the employer’s obligation to 
rehire. However, to be on the safe 
side the employer should ask the 
veteran to sign a written waiver at the 
time he refuses the job to which he is 
legally entitled. If he comes back 
later for that old job he has no right 
to it, but if it is given to him he no 
longer enjoys his other rights such as 
immunity from discharge for one year. 


Is He Qualified? 
Selective Service is going to be lib- 
eral with the veteran in interpreta- 
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Data for this article comes 
from Rehiring Your Com- 
pany’s Veterans, a booklet 
edited and published by the 
Research Institute of Amer- 
ica, 292 Madison Ave., New 
York 17, N. Y., in close co- 
operation with Lewis B. 
Hershey, director of the Se- 
lective Service System. Copies 
of this, which contains sug- 
gestions on “Planning a Per- 
sonnel Policy for Veterans” 
and a wealth of other infor- 
mation on this subject are 
available from the Institute 
upon request and at no cost. 

The illustration is from a 
book prepared by Allis-Chal- 
mers Manufacturing Co., Mil- 
waukee 1, Wis., entitled You 
and the Returning Veteran. 
It is designed as a guide to 
foremen and is also available 
without cost. 
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tions of whether or not he is qualified 
to do his old job. Only when he is 
suffering from such mental or physical 
disabilities as would make it impos- 
sible to perform his former duties will 
the employer be absolved from his 
rehiring obligation. If the use of 
artificial devices makes it possible 
for the veteran to do his old work he 
cannot be considered unqualified. Nor 
can an employer refuse to rehire a 
veteran on the ground that he has 
lost his old skill, or is not familiar 
with new developments, methods or 
procedures that are now used in con- 
nection with the job. In such situa- 
tions the employer will be expected 
to provide whatever training or educa- 
tion is necessary to fit the veteran for 
his former job. 


How Much Pay? 

In a company operating under a 
system of fixed rates and regular job 
grades, the veteran is entitled to any 
increases (and must take any de- 
creases) that have occurred during his 
absence. This more or less applies 
where there is no fixed rates either, 
but where raises have been granted to 
various employees. 

However, if the company inaugu- 
rated a life insurance or pension plan 
while the veteran was away he cannot 
claim its benefits retroactively when 
he. returns. The veteran can par- 
ticipate in the plan from the day he 
is again put on the company payroll. 


The One Year Rule 
Once rehired the veteran cannot be 
discharged for one year, except for 
good cause. Although “good cause” 
has not been specifically defined, these 
state unemployment insurance stand- 

ards are likely to be followed: 
1. Carelessness and negligence in 


fulfilling duties, particularly where 
warnings and instruction have been 
provided by the employer. 

2. Flagrant disregard of instruc- 
tions and orders. 

3. Negligence that can result in 
damage to employer’s property or 
injury to fellow employees. 

4. Absence without excuse or per- 
mission. 

5. Repeated tardiness, particularly 
after being warned that further of- 
fenses would cause discharge. 

6. Drinking at work or being intoxi- 
cated while at work. 

7. Insubordination, such as unjus- 
tified insolence, discourtesy, use of 
profane or abusive language, or 
threatening or doing physical harm. 

8. Refusal to obey orders or to per- 
form duties which are part of the 
employee’s regular work. 

9. Continued violation of reasonable 
work rules or practices, particularly 
after warnings. 

10. Dishonesty. 


“Changed Circumstances” 

The laws concerning rehiring of vet- 
erans provide that the employer can- 
not be forced to rehire if company 
circumstances “have so changed as to 
make it unreasonable or impossible to 
do so.” The provision is a narrow 
loophole. “Impossible or unreason- 
able” in no case will signify “conveni- 
ence or preference” of the employer. 
The unreasonable clause takes care 
of cases where it has been necessary 
to reduce the operating force, or dis- 
continue a department, or some other 
reason why it would be creating a 
useless job in order to reemploy the 
veteran. 

If the skills of an employee suit 
him to do work in some other part of 
the company, he must be rehired even 
if his former occupation or department 
has been abolished. 

If a company has two plants or 
places of business, and one is closed 
while the veteran is away, he has first 
preference for jobs in the other plant 
even though it may be at a distant 
city. If a business is sold the obliga- 
tion to rehire passes to the new owner. 
If an employer closes one business 
and later opens another, his obligation 
to rehire follows him if the jobs it 
provides are similar. 

Supposing an employer has been 
working on a three shift basis during 
the war, and curtailed orders cause 
him to reduce his operation to a single 
shift. Veterans inducted from any 
of the three shifts raust be rehired for 
the single shift if they were per- 
manent employees. No employer will 
be required to rehire to the point that 
he is operating at a loss because he 
is overstaffed. If there are more 
veterans than there are jobs available, 
he will have to replace the present 
employees with veterans, but he need 
not hire the extra veterans. 


Seniority 
Veterans must be rehired even if it 
means discharging a non-veteran with 
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greater seniority. The veteran has 
what is called super-seniority. 


Unions & the Veteran 

The veteran’s rights to reemploy- 
ment is not abrogated by a closed shop 
contract negotiated while he was away 
on military service; and if he doesn’ 
care to join the union he doesn’t have 
to do so. If the contract became ef- 
fective before his induction he has to 
comply with its union membership 
requirements. 

The union cannot compel a dis- 
abled veteran to forfeit his rights. If 
maimed to an extent that he cannot 
perform the duties of his old position, 
he is to be given another which he is 
qualified to handle, at the prevailing 
wage. 

Labor is increasingly going to ask 
for labor-management committees spe- 
cifically set up to thrash out veteran 
problems. One union demand that 
can be expected is that whenever a 
veteran displaces a company employee, 
the latter shall be accorded plant-wide 
seniority for purposes of layoff and 
rehire. 

There are a number of steps that 
require some thinking now if they 
are to be met successfully when vet- 
erans begin to return home in large 
numbers. 

Every employer should run over 
his organization in his mind and con- 
template the displacements that will 
come therein when and if his former 
employees, now in service, rap on his 
door and request a job. Have a ten- 
tative chart that will give the answer 
to where such a returned veteran can 
probably be assigned—where you can 
transfer present incumbents of jobs 
that will be claimed by servicemen— 
where and when various employees 
will have to be laid off. 

Then a program for retraining vet- 
erans and bringing them up-to-date in 
technique should be well in mind. 

If personal contact with former 
employees has not been maintained 
right along it would be a wise policy 
to re-establish this contact with let- 
ters that would eventually lead up 
to discovering whether or not the 
serviceman intends to claim his old 
job. It will be well to know in ad- 
vance, of new skills acquired during 
service and be able to determine how 
they might fit into the organization, 
with value. 

Draw up this chart to the last de- 
tail, even if it is subject to drastic 
revision. Start with present em- 
ployees who are in jobs that will 
carry over into peacetime. Then list 
all former employees now in the 
armed forces who are expected to re- 
turn, connecting the name of each 
one with the post he left, or with a 
new post indicated by new informa- 
tion about him. This will afford an 
immediate picture of where bumping 

is likely to take place, or provide an 
opportunity to plan transfers or lay- 
offs where they will cause the least 
trouble. 
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Brush-up on 


Selling “lechuigue 


RETAILER of the old _ school 

was regarded as a “slave driver” 

by the newer members of his 
sales force. After a transaction had 
been completed, and the customer was 
out of hearing, the inexperienced 
salesperson would find the proprietor 
at his or her elbow. “Did you sell it, 
or did the customer buy it?” caus- 
tically inquired the chief. This in- 
quisition came to be dreaded, espe- 
cially as it was in force several 
times daily for months. 

By that time the salesman was on 
his mental mettle, and became quite 
adept at the art of suggestive sales- 
manship. The weaklings were 
weeded out at the early stages if 
they hadn’t the backbone to stand the 
gaff. 

There have been, are, and always 
will be salespersons who merely re- 
cord sales. To stand behind a counter 
and show the goods, for which the 
customer asks, is not. selling. 

Too many—far too many—store 
selling transactions are conducted in 
an instinctive, unreflective, hit-or- 
miss way, in which neither party has 
any very definite conception as to 
his or her requirements or functions. 
In any field, the few people who 
think vigorously and precisely, are 
also the few who succeed. Not many 
customers nor many salespeople could 
formulate clearly what it is that they 
seek or contribute. What, then, does 
a customer expect of a salesperson? 


Know the Goods 


The customer wants the salesman 
to supply the knowledge he or she 
lacks. The salesman is expected to 
know what goods are in stock. Sounds 
simple, but by no means every sales- 
person has the knowledge. The cus- 
tomer expects him to have some idea 
of what can be obtained that is not 
in stock. He should know the quali- 
ties of a product, its weak and strong 
points. Which, out of a choice of 
goods, will last the longest, look the 
best? The salesman should know the 
alternatives and suggest them. He is 
expected to know whether the article 
requested is still the best in the 
market, or whether it has been super- 
seded by something else—and better. 
The customer does not expect the 
salesperson to make up her mind 
for her, but she does expect the man 
or woman waiting on her to sum- 
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marize the case so that she can judge 
and formulate a decision. 

The customer may prefer appear- 
ance to durability, and expects all the 
information on the former point. If 
the salesperson can command all that 
knowledge, impart it pleasantly, with 
genuine interest in the buyer’s wish- 
es; and if he can add the final grace 
of energy and capacity in seeing the 
transaction through and the goods de- 
livered, then we have that much 
talked of, rarely met creature, the 
Star Salesperson. All that can be 
achieved by hard thinking and hard 
work without any supernatural gifts. 
Selling, after all, is a trade rather 
than an art. 


Inflicting Tastes on a Customer 


Some expert and competent sales- 
people waste their time giving the 
cultured type of customer the one 
thing that is not desired—their guid- 
ance on matters of taste. The aid 
that is desired is purely technical. 
Often the customer does not know 
what goods are available or has diffi- 
culty in asking for them in an under- 
standable way. Until vague terms 
are clarified by the salesperson the 
sale will not advance. The salesper- 
son can often accomplish this by as- 
certaining the use or uses to which 
the customer proposes to put the 
merchandise. 


The Efficient Few 


The scarcity of efficient salespeople, 
in comparison with the glut of the 
other kind, is accounted for in Her- 
bert N. Casson’s book, “The Story of 
My Life.” Casson asserts that —“To 
try and teach self-help and efficiency 
to the mass of wage earners is as 
impossible as to teach the harmony 
of colors to the color blind. The 
mass of people do what they are told 
to do, more or less badly. ... Their 
welfare depends upon wise, progres- 
sive, kindly employers. It depends 
upon the development of an EFFI- 
CIENT FEW. Wage earners learn 
only from the man who is in direct 
authority over them and from one 
another.” 

Casson should know. For many 
vears an ardent socialist, he had an 
honest desire to improve the working 
conditions of the “underdog,” but was 
obliged to turn to capitalism as a 
nation’s beneficial influence. He was 
pioneer of the efficiency movement in 
Great Britain. 








Don't Forget About Those 
Unpaid Customer Accounts 


In the rush to ring up cash sales 
during these hectic wartime business 
days retail building material dealers 
are prone to lose sight of the im- 
portance of collecting book accounts, 
especially the older ones. In years 
past lumber dealers were noted for 
the numerous and well-filled pages 
of their credit ledgers. Although the 
majority of those customers to whom 
credit had been extended have long 
ago paid off their indebtedness as a 
result of wartime prosperity, .there 
are still many accounts on lumber 
dealer ledgers that should be col- 
lected now. 

With plenty of money in the bank 
account and a shortage of help in 
the office it is undoubtedly difficult 
to find time to concentrate much ef- 
fort on collections. Good business 
operation, however, dictates that if 
there was ever a time when open ac- 
counts could and should be brought 
down to a minimum, it is now. There 
has not been a period in many years 
when conditions such as now prevail 
permitted cleaning up book accounts 
with a minimum of effort and dis- 
comfort to all concerned. 

Recent statistics reveal that the 
American public is operating largely 
on a cash basis at the present time, 
with all types of credit extension for 
consumers at a minimum. This proves 
two things: that there is plenty of 
money to pay off consumer indebted- 
ness and that the public is in a pay- 
ing mood. 

A few hours spent going over the 
retail lumber yard ledger to select 
those accounts that should and prob- 
ably can be collected now, will pay 
out well in dividends. Selecting the 
accounts, however, is not enough. 
Someone must be assigned the task 
of seeing the job is followed through 
and the proper amount collected. 

Although there are as many 
guesses as to what will happen when 
V-E-Day arrives as there are spots 
on a leopard, it is safe to assume 
that there will be some dislocation 
and migration of citizens from job 
to job and community to community. 
Where dealers are servicing war 
plant employees, it is especially im- 
portant that these accounts get at- 
tention. 

Farmers are now enjoying the larg- 
est gross income in the history of the 
nation. Those dealers in farming 
communities are now in an especially 
advantageous position to clean up 
their credit ledgers. 

The gross amount now carried on 
lumber dealer ledgers is probably the 
smallest it has ever been, but there 
is still enough outstanding of ques- 
tionable collection value to make the 
difference between profit and loss on 
a lot of business. 
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Complete working blueprints and specifications of any house 
design published in this magazine are now available at $5.00 
per set. Two sets of plans for the same house are $8.00, three 
sets $10.00, four sets $12.00 when ordered at the same time. All 
the blueprints are in a-convenient 12” x 18” size and meet all 
FHA requirements. Please order plans by number, enclosing 
payment, and address to American Lumberman, 139 North 
Clark St., Chicago 2, Ill. 
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A GUIDE FOR MANAGEMENT 


New Ceiling Price Schedule 
For Prefabricated Structures 


The OPA has issued the long- 
awaited order, setting up pricing for- 
mulas for prefabricated, non-dwelling 
structures. It is indexed as MPR- 
583. Effective date, March 28. 

It’s usually referred to as a “farm 
order;” chiefly because the buildings 
named in Article 1 are in the main 
farm structures. But apparently the 
controlling factor that brings any 
given structure under the pricing for- 
mulas of the order is not the place 
where the building is to be used. If 
it meets the official definition as a 
prefabricated, non-dwelling structure, 
it comes under the order. The NRLDA 
is.of the opinion that a prefabricated 
garage, no matter where used, is defi- 
nitely covered by MPR-583. 

Previous to the effective date of 
the order, prices of these buildings 
were established by GMPR and were 
the top prices charged by the concern 
in March of 1942. This made for seri- 
ous lack of uniformity. Furthermore, 
many of the more than 20,000 firms 
now producing and marketing these 
buildings have entered the business 
since the GMPR control date. Many 
new sizes, types and models of these 
buildings have been added since then. 


Pricing Formulas 


This order covers, in the main, non- 
dwelling structures made principally 
of lumber products. Specifically ex- 
cluded are structures made mostly of 
metal, brick, cast stone or concrete. 
Such items as silos, tanks and me- 
chanical farm equipment are not cov- 
ered by the regulation unless they’re 
sold as integral parts of prefabricated 
structures. 

Retailers will be especially inter- 
ested in two sections. Section three 
sets maximum prices for sales by 
manufacturers (in this case usually 
retailers who make these buildings for 
sale) and who sell directly to the 
final user. Section six sets maximum 
prices for sales by dealers who buy 
these prefabricated structures from 
manufacturers for resale. 

A dealer who makes these buildings 
in his yard and sells direct to his cus- 
tomers must follow this formula: The 
retail selling price of the net number 
of board feet of lumber in the struc- 
ture, plus five percent for wastage; 
maximum retail selling price of other 
materials in the structure; actual di- 
rect labor costs at current rates; 


costs of subcontracts not otherwise 
provided for above. This is the f.o.b. 
price at the yard. If the sale is made 
on a delivered basis to the customer’s 
farm or other location, the dealer 
may add actual delivery costs; but 
these costs may not exceed common 
carrier rates. 

Lumber prices for the above must 
be computed on the lower-bracket 
markups of RMPR-215; that is, the 
prices for quantities of more than 
1,000 feet. This is true even though 
the building should require less than 
1,000 feet. 

If the dealer buys the buildings 
from a manufacturer for the purpose 
of reselling them, he sets his prices 
by this formula: Gross cost to the 
dealer of the prefabricated building, 
delivered to his yard; five percent for 
handling charges; twenty-five per- 
cent markup. It’s important to note 
that the markup may be figured only 
on the gross cost before the handling 
charges are added. The same provi- 


x * 


sion for delivery charges is made 
here as in the instance mentioned 
above. 

If the structure is sold on the basis 
of installation or erection, these 
charges may be figured according to 
the seller’s usual practices. They can 
not be in excess of charges permitted 
under RMPR-251. 

Distributors, jobbers, department 
stores and mail order houses set their 
selling prices by adding to the gross 
cost of the article the margin of 
profit used in determining prices for 
comparable items under GMPR. 

So-called “industrialists” — manu- 
facturers who sell their product nor- 
mally through local dealers—are to 
use their current direct cost for mate- 
rials, plus labor cost at March 1942 
rates, plus a markup based upon ac- 
tual sales of comparable articles for 
which maximum prices were previ- 
ously established under GMPR. If 
these industrialists, or the distribu- 
tors mentioned in the paragraph 
above, can’t work out a_ proper 
markup in this way, they must make 
application to the OPA for approval 
of a special markup. 





Capital Comment 


A number of fairly important items 
about the industry are coming to the 
surface in Washington; some reported 
by industry leaders, some by govern- 
ment control officials. But in general 
these reporters agree that at the mo- 
ment there’s nothing of genuine crisis 
size in the works. 

This doesn’t mean that everything 
is okeh. In fact some other changes 
in control regulations, in addition to 
the new prefabrication pricing formu- 
las mentioned above, are being an- 
nounced. But it does mean that the 
big crisis is impending in Europe. 
Over here, people are holding on; are 
doing the best they can with present 
control orders, equipment and sup- 
plies; are waiting for the war in 
Europe to turn the corner. It’s clear 
everywhere in Washington, from Con- 
gress to the last executive office, that 
no innovations are going to be intro- 
duced now that can possibly be post- 
poned. Probably that’s smart. No one 
really knows what effect the ending 
of the war in Europe will have upon 
domestic economy; so no one feels 
like running the risk of doing exactly 
the wrong thing. 

So the comparative calm in the cap- 





March 


ital isn’t the quiet of self satisfac- 
tion. It’s an illusory calm between 
blasts. But at least it gives this 
page the chance to deal with a few 
things that get talked about in less 
dramatic moments. 


Lumber Reserves 


Everybody asks about lumber sup- 
ply as measured against demand. 

Production figures seem to be hit- 
ting between the too optimistic esti- 
mate of last November and the too 
pessimistic guess put out in January. 
The increase in western pine produc- 
tion, mentioned here a couple of 
weeks ago, appears to be continuing. 
It doesn’t mean that Joe Citizen 1s 
getting so much of the increase; since 
demand for western pine is so heavy 
that practically everything in sight 
had to be allocated to military oF 
other government consumers. No one 
quite knows the reason for this good 
production showing in the West. One 
admiring WPB official guessed that 
western producers are simply stub- 
born about getting lumber out; down- 
right bigoted about it. 

Southern pine is still off in produc- 
tion, though it has recovered part of 
the lost ground. SP production has 
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Manufacturers Representatives Since 1907 


CHICAGO --4OIO West Madison St. Kedzie 7510 
MILWAUKEE -- 7534 W. State St. Bluemound 4686 





* PONDEROSA PINE 

* SUGAR PINE 

* IDAHO WHITE PINE 

x PINE MOULDINGS Cuter 
x* BOX SHOOK anita 
* 
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MOULDINGS 


CANADIAN SPRUCE * WHITE FIR 
FIR AND LARCH * DOUGLAS FIR 
* PINE CUT STOCK 

















Exclusive Representatives of 


PONDEROSA MOULDINGS, INC. 
REDMOND, OREGON 


Manufacturers of Ponderosa and Sugar Pine Mouldings 


ALL SALES BY: 
METROPOLITAN LUMBER CO., CHICAGO — MILWAUKEE 



















This Patented Belt Feed is An 
Exclusive Frick Feature 
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SAWMILLS 


Are the favorite with sawyers and owners alike. They 
provide fast action and accurate cutting, combined witn 
dependability and long life. Get full details about the 
patented belt feed, roller bearings, adjustable cut-steel 
racks, setworks accurate to 1/32”, and other features: 





ae ee Se & eee Be ask for Catalog 75. And do whatever you can to back 


both the lumber and pulpwood drives. 


Branches 
Canandaigua, 
N. Y. 


T WAYNESBORO, M Gsldsboro and — 
—_ Nashville and 

catillte e, Tena. 

See |= Febus. a Columbia, 8. C.. 


Branches 















Frick Steel Trimmers Have Enclosed Feed Richmond. Va.. Atlanta, Ga. 
|_ Gears: Provide Years of Extra Service Charleston, W. Va. Montgomery, Ala. 
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had much more than its share of 
trouble; seems to have been hit with 
everything, including the kitchen 
stove. The southern men say they’ve 
reached the point where there’s no 
longer such a thing as a “little” 
trouble. No matter how trifling it 
may seem, any trouble is like the 
legendary last straw upon an already 
overloaded back. 

The possibility the SP men are 
especially uneasy about is an across- 
the-board increase in wages. Present 
price ceilings are predicated upon 
present wage rates. Experience in- 
dicates that getting a ceiling raised 
enough to compensate fully for a 
wage advance is a good trick if you 
can do it. Many SP producers are 
now working the long week and are 
paying time and a half for overtime. 
Many say they can’t afford to do this 
if wages are advanced to the levels 
that are being suggested. Such an 
advance probably would mean a gen- 
eral cutting back to a 40-hour week; 
which of course would further reduce 
an already uncertain production vol- 
ume. 


Supply & Demand 


Industry men and control officials 
don’t see the famous supply-demand 
equation in quite the same light. 

Of course both groups are worried 
about production. Both know that it’s 
declining production rather than in- 
creasing demand that puts us out of 
balance. Naturally you can get an 
argument on that one, also; for there 
are different ways of measuring de- 
mand. But all parties at least are 
agreed that current production just 
about measures current..consumption; 
since the operating reserves left in 
the various inventories are too low 
to have much effect. 

The government men have fixed up 
a restricted chart that illustrates this 
fact in striking fashion. This draw- 
ing, which covers the period since the 
beginning of ’41, shows that in the 
middle of that year the inventories 
at sawmills and in distribution yards 
stood at the high point of 18-billion 
feet. At the same time the “new 
supply”’—made up of U. S. produc- 
tion and imports—exactly balanced 
consumption. Lumber flowed into the 
reserve as fast as it was drawn out. 

But this couldn’t last. War demand 
in ’42 kited consumption far above 
new supply. The area between these 
lines represented stock withdrawals; 
and so reserve stocks had to come 
down. The descending line looks like 
a toboggan slide. In the first quarter 
of °43 the total footage left in the 
reserve inventories was less than one 
quarter of a year’s consumption. 

After that date the reserve stocks 
could no longer supply the heavy 
withdrawals needed to balance’ con- 
sumption and production; so, on the 
chart, the lines of consumption and 
of new stock drew together once 
more. They had to. Production and 
consumption were balanced; because 
you can’t consume lumber that isn’t 
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in being. Military and other official 
demands were met by taking the 
needed amount out of the civilian 
consumer’s already meager share. But 
the chart carries a sufficient comment 
upon the “balance” between demand 
and supply. Above the reunited lines 
of production and consumption, hang- 
ing unsupported in the air like a day- 
dream, is a wistful dotted line named 
“requirements”. And at the bottom 
of the chart, leveling off at about six- 
billion feet, is the reserve inventory 
that some four years ago stood at 
18-billion feet. 

The chart points no accusatory 
fingers; but it’s a honey for showing 
at a glance the course of this industry 
during the war years. It also points 
up a statement made before on this 
page. It was fortunate that in the 
emergency we had this big reserve 
that made it possible to consume more 
than we produced. This made it pos- 
sible to build the war plants and the 
cantonments and all the rest. But 
we’ve probably reached the point at 
which we’ll have to produce more 
lumber than we consume. Why? Be- 
cause the supply of lumber is so re- 
duced that it refuses to flow. In a 
way, lumber stocks are like crude oil 
or gasoline in a pipeline. Unless you 
keep the line reasonably full, you get 
nothing out of the delivery end. 


What Is Demand? 


To get back to the divergent opin- 
ions of industry men and control offi- 
cials: Everybody knows that lumber 
production doesn’t come within a mile 
of hitting current needs. Lumbermen 
are amused, in a sour way, by the 
hullabaloo raised over the meat short- 
age. Sure, meat’s in short supply; 
and faulty distribution and black mar- 
kets make it still worse than it needs 
to be. But the allocation of meat for 
the second quarter is at the rate of 
115 pounds per person per year. 
That’s seven pounds less than the 
average for the late ’30’s; a reduc- 
tion of less than six percent. Joe 
Citizen would like to settle for a six- 
percent reduction in lumber consump- 
tion from the civilian averages of 
the late ’30’s. 

Officials don’t say so in public; but 
privately they feel under less pres- 
sure. It’s like this: Last fall there 
was a big file of unfilled government 
orders. Procurement officers went 
around in the humping frenzy of a 
caterpillar crossing a hot concrete 
sidewalk. It looked as though every 
government agency held a high rat- 
ing in one hand and a cocked shot- 
gun in the other. 

The backlog of government orders 
has been notably reduced. Of course 
in reaching this desirable situation 
the L&LP Division didn’t spare the 
L-335 horses. But that’s what the 
control stable is for; and, human na- 
ture being what it is, the Division 
feels a large relief. 

It isn’t the fault of the officials that 
regulatory orders saw no _ lumber. 
The best these orders can do is to 
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take lumber from Peter and give it 
to Paul; in this case from Peter Citi- 
zen for the benefit of Paul Agency. 
There’s no other way to do it. But 
industry leaders point out that while 
this hushes the fuss of a lot of clam- 
oring agencies it doesn’t necessarily 
mean a matter of pure gain for the 
war effort. Plenty of citizen lumber 
consumers use their stocks for the 
direct promotion of the war pattern. 
Inability on their part to get this 
lumber quite definitely sets the war 
program back. They’re not complain- 
ing too much; not just now. But they 
don’t think the subsiding yells of the 
public claimant agencies mean that 
all is well with lumber distribution. 
There’s no satisfactory answer to 
that one except more lumber produc- 
tion. Meanwhile, the Armed Forces 
do have to have what they need. 


Other Changes 


After this is written, but before 
you read it, some additional changes 
will be made in control orders. For 
example, Directions 2-a and 6 are to 
be simplified; largely to save paper 
work both in Washington and in the 
industry offices. As we get it, 2-a 
which deals with the smaller consum- 
ers is to be amended so that when a 
quarterly claim is established it can 
be carried on into the following quar- 
ter; provided the kind and amount 
of material remains substantially the 
same. If more is needed, or if a 
different kind of stock is indicated, 
the company will be obliged to come 
back and establish a new claim. In 
a rough way the same is true of Di- 
rection 6. It deals with the larger 
consumers and with the filing of 
3640’s. Western pine, under Direction 
2-a as amended, continues to be 
strictly limited in terms of end use. 
At this writing, copies of the amended 
Directions are not available; should 
be by the time you read these lines. 
If your business is touched by either, 
better get copies. The changes, so 
they claim down on _ Independence 
Avenue, are intended to save you la- 
bor and sorrow. 


Lumber to Europe 


J. Philip Boyd, of the L&LP Divi- 
sion of the WPB has addressed a let- 
ter generally to the lumber industry; 
calling attention to the fact that some 
magnificent exaggerations are afloat 
in regard to the amount of U. S. |um- 
ber that will be involved in prefabri- 
cated housing and repairs in Europe. 
Mr. Boyd lists ‘the footage assigned 
to these purposes; finds that the total 
amounts to less than one percent of 
the total U. S. production. The larg- 
est item, in terms of percentages, 15 
hardwood flooring; ten percent of U. 
S. production. Millwork is five pe?- 
cent of production or a little less. 
L&LP mcn are inclined to think that 
some one inadvertently read an extra 
cipher; turned three-hundred million 
into three billion feet. 
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A61-204T 


A61-3327 








This “Profit Packed” line is available in a stream- 
lined matched set. Orders placed now will 
assure you of delivery for spring buying season. 


Handles, Knobs, Hinges, and Spring Catches— 
in zinc plated finish, attractively packaged for 
Quick, Profitable “Over the Counter” Sales—are 
available on rated orders. 


Send for circular showing available products. 





INDIVIDUAL ENVELOPE PACKING | 


For your convenience — to facilitate handling, ™ 
protect finish and prevent parts from being lost, / Ssmerss - 
each item is packed in a strong, individual / ee 
envelope, clearly marked, complete gums Ss 
with screws. One dozen envelopes! § 
| are packed in a standard size carton. | 
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NATIONAL LOCK COMPANY] 


Builders Hardware Division 
ROCKFORD, ILLINOIS 
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Columbus Dealer 
Maintains Volume 


The Capital City Lumber Co., 
Columbus, Ohio, is an up-to-date re- 
tail firm. Before the war it enjoyed 
a thriving business selling lumber, 
millwork and building materials to 
contractors, homebuilders and _ con- 
sumers. The business was_ based 
largely on home construction, and 
customers gladly took advantage of 
the home plan library and display 
rooms provided by the company. 

When the war stopped home con- 
struction, J. B. Shoemaker was faced 
with a real problem. As Vice Presi- 
dent and General Manager of the 
firm he had to find a way to stay in 
business and hold the organization 
together. That he succeeded in ac- 
complishing these objectives — and 
simultaneously aided the war effort 
—is to his lasting credit. 

Mr. Shoemaker called in the key 
men of his staff: Frank Whoerley, 
S. G. Schmittle, Harry Bott and 
Louis Glassburn. They analyzed the 
plant facilities and decided the mill- 
work department could be converted 
to the mass production of shipping 


For dealers, line yard managers, salesmen and other 


employees in retail lumber and building materials stores 


boxes and crates. 

Space prohibits a complete descrip- 
tion of how the contracts were landed, 
but perserverance turned the trick, 
and the shop has been busy ever since 
on the production of vital war goods. 
The volume of business has approxi- 
mated that of the best prewar years, 
and the key men have stayed with 
the company. 





J. B. Shoemaker, general manager of the 


Capital City Lumber Co., Columbus, Ohio. 





The Capital City Lumber Co. set up this production line in one of its sheds to handle the 
manufacture of boxes and crates for the war effort. 
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New Survey of Farm 
Building Markets 


Farm building will occupy a very 
important place in America’s plans for 
the future and can provide a vital 
stimulant to a sustained postwar re- 
covery. With a 1944 cash income in 
excess of 25 billion dollars, the Amer- 
ican farmer has accumulated large 
financial reserves which he can use 
to modernize and repair his farm- 
stead. 

A new survey—“Looking Ahead in 
the Farm Building Market”—just re- 
leased by Country Gentleman, dis- 
closes the plans of more than 2,300 
farm families for the construction 
and improvement of houses and farm 
structures as well as their plans for 
purchasing household appliances and 
home furnishings. 

Based on personal interviews made 
on the farm, representing a national 
sample of the able-to-buy part of the 
farm market, the following facts offer 
tangible evidence of postwar building 
activity on the farm: 

Of the total number interviewed, 
16.6 percent expect to build new 
houses. 12 percent of those who will 
build a farm house expect to build 
before the war is over, 38.8 percent 
after the war, and 34.1 percent when 
wartime restrictions are lifted. To 
make sure that the timing estimates 
represented definite plans, the survey 
requested answers in terms of years. 
Of those planning to build farm 
houses, 19.2 percent said they would 
do so within one year, 25.3 percent 
within two to three years, and 23 per- 
cent said three to five years. 

63.6 percent have already set aside 
funds for this purpose. 

71.5 percent expect to repair or im- 
prove houses at an average cost of 
$399. 

74.2 percent expect to repair or im- 
prove farm structures at an average 
cost of $525. 

37.9 percent will consider the pur- 
chase of prefabricated farm struc- 
tures, 17.5 percent prefabricated farm 
houses and 19.6 percent prefabricated 
tenant houses. 

49.9 percent expect to buy furniture 
and home furnishings and will spend 
an average expenditure of $255 for 
these items. 

68 percent expect to buy household 
appliances and will spend an average 
of $271 for these items. 
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Mills of White River Lumber Co. 


Mt. Rainier in Distance 


Hard at work on war needs now, White River is looking 
forward to resumption of its prompt, reliable service to 
all customers with Victory. Plan to put your post-war 
orders up to White River Lumber Company, Enumclaw, 
Washington. 


Douglas Fir 


West Coast UplandHemlock 


With victory we expect to re- 
sume prompt shipments of 


Yard and Shed Stock 
Fir Timbers 
Bevel Siding 
Mouldings 

Red Cedar Shingles 


WHITE 
RIVER 
LUMBER 
COMPANY 


ENUMCLAW, 
WASHINGTON 
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PATENT INSERTED TOOTH GROOVER FIRTHITE TIPPED SAW 
Firthite Tipped Inserts Inserted Type, for Wood 
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FIRTHITE TIPPED SAW 
Solid Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 

Co. are made to stand hard service and are, there- Huther Bros. have long taken special pride in the 
fore, long-lived Saws insuring long-run economy to the quality of their manufacture, and the service and 
user. These saws are used for cutting hard Masonite, satisfaction all Huther Bros. saws give the customer. 


Write for Huther Bros. Catalog No. 60 


HUTHER BROS. SAW MFG. CO., Rochester, New York 
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Montana Educators Help 
in Staging Home 
Building Institutes 

Building material dealers and 
others in the home building industry 
located in states or regions where 
there are no large metropolitan areas 
will be interested in the program now 
being carried out in Montana. Home 
Institutes, usually sponsored’ by 
banks, and the Home Planning Insti- 
tute programs, originally developed 
and sponsored by the West Coast 
Lumbermens Association are adapt- 
able only to larger cities. 

In Montana, the state department 
of home economics education, headed 


by Mrs. Edith Harwood, has inaugu- 
rated a series of two-day state post- 
war home building educational meet- 
ings, to be conducted during the next 
three months. W. J. Howard, mana- 
ger of the Montana Retail Lumber- 
mens Association, is appearing as one 
of the featured speakers on each pro- 
gram. 

Lumber dealers, utility companies, 
financial institutions, Federal Hous- 
ing Administration, architects and 
college personnel are cooperating to 
overcome some of the confusion in 
the minds of the public relative to 
postwar housing, materials and equip- 
ment that will be available, probable 
costs, ete. The Montana Institute pro- 
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for KEYSTONE 
Fence Dealers 


Outstanding RED 
BRAND fence ads, like 
the one shown here, 
are appearing constant- 
ly in the nation’s lead- 
ing farm magazines. 
They are designed to 
keep the RED BRAND 
trade-mark fresh in the 
minds of fence users 

. also to show how 


denis wins fences help Bosna gt an —— to fence off an entire farm of 600 
« racre Nelds with woven wire, but we've f J 

: ~s pore :' x e ve found it pays. 

farmers increase their vith rotated over ant a a 70 bead of isc, along 
Z er and allalfa pasture, we’ve been able rez 

. o our crop vields y 50° ; wade 

production and incomes. P yields fully 50°; during the past 10 vears. The corn now 


Keystone’s consistent 
advertising is building 
a ready, waiting post- 


“Although much of ol s Ww 
the Red Brand fence o 

a m Our farm is n sleve 

years old, it show very little w Ww S r een 
’ s y little wear and ill last fc 
8 é a or ma ars 

war market for R E D come. Without exception, Red Brand is the most ond le fe be 
‘ ° . we ve found. That's why more thz c fart s careuaae 

N with lied Brena” \ re than 75 ~ Ol our farm is now fenced 


just one of many reas-  dindinddaantan a 
NEW FENCE AVAILABLE 


an » 
Present Keystone fence 


marked **Red Brand” . 
tohandle RED BRAND AA An 
EYSTONE STEEL & WIRE co. 


ons why dealers will find 
it pays, more than ever, 





fence and RED TOP 
steel posts. 


This ad is reduced from actual size. » 





“Good Fences Pay” 


“Lots of Livestock and GOOD 
Have Built Up Our Farm and I 


yields around 70 bushe 
40 bushels. This fact speaks for itself 


“RED BRAND is the 


RED BRAND FENCE 


£& 


Mark and Don 
Alexander 





BRP 


FENCES 


ncome 


ls per acre, where formerly jt yielded only 


Most Durable Fence We've Found 






- + « though not trade- 
.. ts TOPS in quality. 


: 
Ceri s2e? 


PEORIA 7, ILLINOIS 


STEEL POSTS 











KEYSTONE STEEL & WIRE CO. Peoria 7, Ininois 


Farmers will continue to | ‘ 


——— ed 


“LOOK FOR THE TOP WIRE PAINTED RED” 
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grams are designed to give sound 
basic information to the individual on 
planning, financing, selection of site, 
materials and where to get reliable 
help in accomplishing a good home 
building job. Program divisions are 
listed as follows: “Review of Housing 









BE SURE TO ATTEND EVERY SESSION- - 


HOUSING INSTITUTE 


THURSDAY and FRIDAY 
MARCH 8th and 9th 


Im MISSOULA COUNTY HIGH HOME ECONOMICS DEPT. 


MANY FREE BULLETINS FOR DISTRIBUTION! 





THIS PAGE 1S SPONSORED BY, THE FOLLOWING MISSOULA BUSINESS FIRMS — THEIR 5 
DISPOSAINYN PLANNING YOUR REMODELING OR POSTWAR HO/AT 














Needs”; “Where Shall I Locate My 
House?”; “Paying for a Home the 
Modern, Comfortable Way”; “What 
Makes a Good House Plan?”; “Elec- 
trical Living in the Postwar World”; 
“Practical Choice and Use of Mate- 
rials”; “Mechanical Equipment”; “Re- 
modeling the Old Home.” 

Attendance at the meetings thus 
far held in the Montana program has 
been very good. More than 125 regis- 
tered at the first day’s session at the 
opening Institute in Bozeman last 
month. 


Retail Yards Change 
Ownership 


The Coatesville Lumber Co., Coates- 
ville, Ind., has been sold to Jess M. 
Baker of Amo, Ind., who has severed 
his connection with the Amo Hard- 
ware & Lumber Co., of which he had 
been manager for the last sixteen 
years. Mr. Baker will devote his en- 
tire time to the Coatesville Lumber 
Co. 

Platteville Lumber & Fuel Co. 
Platteville, Wis., has been purchased 
by the Eastman-Cartwright Lumber 
Co., which operates several yards in 
Wisconsin, with headquarters in Lan- 
caster. John W. Burris, Jr., who has 
been managing the Platteville yard, 
will continue the hardware and paint 
store. 

All assets of the Rissman Lumber 
& Supply Co., 3800 Milwaukee Ave. 
Chicago, not incorporated, and of the 
Aable Wrecking & Lumber Co., 5639 
Ogden Ave., Cicero, IIl., not incorpo 
rated, have been acquired by Jacob L. 
Rissman, who has been affiliated with 
the above firms since their inception 
and is now sole owner. 
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ROSsKORO 


Has More Than 


750,000,000 


Feet of 


Choice Old Growth Douglas Fir 


Timber to Meet Your After-war Needs 


ROSBORO LUMBER 


COMPANY 


SPRINGFIELD, OREGON 


T. W. ROSBOROUGH, Pres. B. S. COLE, Gen. Moar. 
E. A. CARLEY, Sales Mgr. 





A GOOD SIGN 


For Any 


Lumber Dealer 


What new service can the lumber dealer offer his customers? The 
answer is, “WOODTOX Treated Lumber.” In doing this the dealer 
sells his customers lumber definitely improved in service .. . in- 
creases his reputation for progressiveness, and creates a new source 
ol profit. 


The sale of WOODTOX treated lumber is practical for any lumber 
dealer. No elaborate or costly treating equipment is needed. Deep 
impregnation and lasting protection is obtained by simple dip method. 
WOODTOX brings the advantages of properly treated lumber within 
the reach of every lumber dealer, regardless of size. 


SEND FOR BULLETINS .. . giving full descriptions of purposes and 
application methods of standard wood preservatives . . . showing lum- 
ber dealers the way to greater prestige, and larger sales and profits. 


WOOD TREATING CHEMICALS CO. 
5137 Southwest Ave., St. Louis 10, Mo. 
Sales Agents for MONSANTO CHEMICAL CO. 

Sap Stain Control, Wood Preservatives and Moisture Repellents 


hic 


WOODTOX (wood preservative and moisture 
repellent) controls decay, stain, mold, mildew, 
termites, lyctus beetles and wood borers... 
plus control of warping, shrinking, checking 
and grain raising. 


TIMBERTOX (wood preservative only) con- 
trols decay, stain, mold, mildew, termites, 
lyctus beetles and wood borers. 


WOODFIX (moisture repellent only) controls 
warping, shrinking, checking and grain raising. 


GOVERNMENT REQUIREMENTS... All Army, 
Navy, Maritime Commission and Public Hous- 
ing Authority specifications calling for chlori- 
nated Phenol wood preservatives, moisture 
repellents and coloring are fully met by our 
WOODTOX, TIMBERTOX and WOODFIX Oil 
Solutions. 
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WFA Second Quarter 
Lumber Allotment Increased 


An additional 22,000,000 board feet 
of lumber has been allotted to the War 
Food Administration for the second 
quarter of 1945 for use by farmers in 
emergency maintenance and repair of 
farm dwellings, the War Production 
Board announced March 16. This 
transfer of 22,000,000 board feet from 
office of Civilian Requirements to 
WFA increases WFA total allotment 
to 402,000,000 board feet. 

In the first quarter, 15,000,000 board 
feet were transferred from OCR to 
WFA for emergency maintenance and 
repair of farm dwellings. The in- 
creased amount provided for the sec- 
ond quarter is based on normal sea- 
sonal increases in lumber needed on 
farms during the April-June period. 


Ponderosa Pine Elects Officers 


E. J. Curtis, vice president of Cur- 
tis Companies, Clinton, Iowa, was 
elevated from vice president to presi- 
dent of Ponderosa Pine Woodwork, at 
the annual meeting held at the Curtis 
Hotel, Minneapolis, on Feb. 20. Other 
officers elected are M. P. McCullough, 
vice president; Earl Kenyon, secretary, 
and T. L. O.Gara, treasurer. 

Directors for 1945 were elected as 
follows: Fred C. Andersen, president, 
Andersen Corp., Bayport, Minn.; Swift 
Berry, manager, Michigan-California 
Lumber Co., Camino, Calif.; Glen Con- 
verse, general manager, Anson & 
Gilkey Co., Merrill, Wis.; E. J. Curtis, 
vice president, Curtis Companies, Inc., 
Clinton, Ia.; E. W. Donahue, president, 
The Wabash Screen Door Co., Chi- 
cago; Earl Kenyon, The Long-Bell 
Lumber Co., Kansas City, Mo.; W. B. 
Lyon, vice president, The Hotchkiss 
Brothers Co., Torrington, Conn.; Ar- 
thur H. Mohring, Edward Hines 
Lumber Co., Chicago; M. P. McCul- 


lough, president, Alexander-Yawkey 
Lumber Co., Chicago; Gerhard F. 
Neils, secretary, J. Neils Lumber Co., 
Klickitat, Wash.; T. L. O’Gara, man- 
ager, merchandising division, Weyer- 
haeuser Sales Co., St. Paul, Minn.; 
A. W. Olson, president, Missoula White 
Pine Sash Co., Missoula, Mont.; C. C. 
Petri, Morgan Co., Oshkosh, Wis.; 
E. L. Shevlin, Shevlin Pine Sales Co., 
Minneapolis, Minn.; Frank Stevens, 
general manager, Ideal Co., Waco, 
Tex.; A. R. Tipton, president, Roach 
& Musser Co., Muscatine, Iowa; Fred 
D. Vaughn, president, Rocky Mount 
Manufacturing Co., Rocky Mount, Va.; 
Lester G. Wendt, vice president, Carr, 
Adams & Collier Co., Dubuque, Iowa; 
M. B. Wilcox, secretary, A. Roberson 
& Son, Inc., Binghamton, N. Y.; and 
R. C. Winton, president, Winton Lum- 
ber Co., Minneapolis, Minn. 

In his annual report, Robert M. 
Bodkin, general manager of Ponderosa 
Pine Woodwork, stated that 1944 was 
an outstandingly successful year, and 
that as a result the Ponderosa: Pine 
advertising program for 1945 has been 
substantially increased, not only in 
publications reaching consumers, but 
also in those reaching dealers, archi- 
tects and builders. 

Miss Elizabeth Gordon, editor of 
House Beautiful, as guest speaker said 
the future requires the utmost alert- 
ness on the part of the building in- 
dustry in order to take advantage of 
new opportunities. 

J. M. McDonald of The Buchen Co., 
described the continuing survey pro- 
gram which Ponderosa Pine Wood- 
work is conducting and presented evi- 
dence that these surveys are helping 
manufacturers of wood products to 
key their plans closely to the desires 
and needs of the buying public. 


Snapped in a mo- 
ment of informal 
conversation at the 
annual meeting of 
Ponderosa Pine 
Woodwork are (left 
to right) E. J. Cur- 
tis, new president; 
Elizabeth Gordon, 
editor of House 
Beautiful; E. L. Shev- 
lin, retiring presi- 
dent, and R. 

Bodkin, general man- 

ager. 


March 


Southeastern Hardwood 
Manufacturers Will Meet 


The next quarterly meeting of the 
Southeastern Hardwood Manufactur- 
ers’ Club will be held April 17 at the 
Seminole Hotel in Jacksonville, Fla., 
beginning at 10:30 a.m. Ethalind 
McCarthy, secretary of the club, is 
located at 1111 Graham Building, 
Jacksonville 1, Fla. 


New Hardwood 
Plywood Ceilings 


Amendment No. 2 to MPR No. 568 
—Hardwood Plywood—effective March 
26, establishes producers’ specific dol- 
lar-and-cent base ceiling prices for 
six grades of sweet or black gun, 
tupelo and all other southern hard- 
wood plywood manufactured in OPA 
pricing zones Nos. 2 and 3, according 
to announcement made March 21 by 
OPA. 


To Hold Meetings on 
Dimensional Coordination 


The Producers’ Council has an- 
nounced a series of eight meetings in 
major cities for discussion of dimen- 
sional coordination now proceeding 
through Project A62 of the American 
Standards Association, of which the 
American Institute of Architects and 
the Producers’ Council are joint spon- 
sors. 

The presentation will be made by 
A. Gordon Lorimer, Chief, Bureau of 
Architecture, Department of Public 
Works, New York City, under whose 
direction various postwar projects 
are being designed on the modular 
coordination basis. Mr. Lorimer is 2 
member of the American Institute of 
Architects. His presentation is illus- 
trated with slides and panels showing 
the layout of masonry units, including 
brick and clay tile, concrete masonry 
units and glass block and their co 
ordination with metal and wood wit- 
dows. 

Manufacturers of metal windows 
have already announced through the 
Metal Window Institute modular ¢0- 
ordinated sizes of different kinds and 
makes of non-residential windows 
which are being produced as standard 
units for immediate requirements, 
where authorized by WPB, and fo 
incorporation in design of postwa! 
projects. Manufacturers of brick and 
clay tile through the Structural Clay 
Products Institute have agreed up0 
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modular sizes which will be available 
for postwar construction. Similarly 
manufacturers of concrete masonry 
units through the National Concrete 
Masonry Association and manufac- 
turers of wood doors and windows 
through the National Door Manufac- 
turers Association, have virtually 
completed their studies under this 
project. Announcement of modular 
sizes will follow. 

Local meetings to explain these im- 
portant developments will be held in 
the following cities. The time and 
place of each meeting can be ascer- 
tained from the Council Chapter rep- 
resentative whose name is given on 
the schedule. 

Minneapolis, April 9, H. D. Cobb, 
Armstrong Cork Co., 512 Plymouth 
Bldg. 

Chicago, April 10, W. S. Steenbock, 
Universal Atlas Cement Co., 208 S. 
LaSalle St. 

Milwaukee, April 11, N. J. Klein, 
Patek Bros., Inc., 226 N. Water St. 

St. Louis, April 12, Leonard D. 
Gray, Fiat Metal Mfg. Co., 6374 Clay- 
ton Rd. 

Indianapolis, April 13, E. E. Griffin, 
Johns-Manville Sales Corp., 1504 Mer- 
chants Bank Bldg. 

Louisville, April 16, George P. Lit- 
tle, Chamberlin Co. of America, 4037 
Frankfort Ave. 

Cincinnati, April 17, R. C. Allison, 
Crane Co., 824 Broadway. 

Cleveland, April 18, E. E. Dierking, 
The Celotex Corp., NBC Building. 


Offers Prize for Trade Name 


In order to develop a descriptive 
slogan or definition that more clearly 
defines the type of hardwood dimen- 
sion products produced by its mem- 
bers, as compared to “rough dimen- 
sion squares and lumber” produced by 
sawmills that are not equipped with 
modern, up-to-date woodworking ma- 
chinery, the Hardwood Dimension 
Manufacturers’ Association has inau- 
gurated a contest which is open to 
everyone, with a prize of $100 of- 
fered to the winner. Each contestant 
may submit as many suggestions or 
definitions as he wishes. 

Hardwood Dimension Manufactur- 
ers’ Association members produce 
rough dimension, semi-machined di- 
mension, and also completely ma- 
chined dimension, but stop this side 
of a completely machined product. 
It is the thought of the organization 
that through publicity of the contest, 
it might bring forth some clearer in- 
terpretations and knowledge of hard- 
wood dimension items which are in 
reality highly refined lumber but have 
not reached the point of refining 
called “end product,” thus eliminating 
the present confusion in regard to 
the use of the word dimension. Hard- 
wood dimension differs from softwood 
dimension. At the same time the 
new slogan or trade name might be 
used as the foundation of a postwar 
trade promotion program. 

The contest will close April 15 and 
letters postmarked that date will be 
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--- the SIGN that BEATS 
the BLURMITE* JINX! 


Blurmites are bad actors! To halt 
their destructive action; to keep 
interior wall and ceiling surfaces 
attractive and bright, it’s necessary 
to install a material that’s designed 
to “stand the gaff.” That’s why 
plastic-finished Marlite is your best 
bet for installations that will assure 
customer satisfaction . . . that will 
build dealer business, reputation 
and profitable repeat orders. 


Modern Marlite—with the exclu- 
sive bigh-heat-bake finish that per- 
manently seals the surface against 
deteriorating action of dirt and 
moisture — is easy-to-install for 
new construction or remodeling; 
durable, practical and moderate in 
cost; easy-to-clean—and it never 
needs refinishing or repainting. 
It pleases customers—and makes 
money for you! 











* Blurmites — destructive 
agents, harmful to the finish 
of many wall, ceiling and 
counter surfaces. 


Use Marlite for walls 
and ceilings in all types 
of rooms in all types of 
buildings ... from homes 
to hospitals to war 
plants. 


Send all orders to Dover 
—the Marsh Wall Pro- 
curement Staff will be 
glad to work with you at 
any time. 


MARSH WALL PRODUCTS, Inc. 


341 MAIN ST., DOVER, OHIO 
hel 


PLASTIC-FINISHED WALL PANELS © ‘FOR CREATING BESOTIFUL INTERIORS 
















o! we Id 








accepted. The judges are Stanley F. 
Horn, editor of Southern Lumberman; 
Louis J. Bosse, managing director As- 
sociated Industries of Kentucky, 
Louisville, and J. D. Burge, Gamble 
Bros., Louisville. Any material sub- 
mitted becomes the property of the 
association and the decision of the 
judges will be final. 

Entries should be sent to Hardwood 
Dimension Manufacturers’ Associa- 
tion, Heyburn Building, Louisville 2, 
Ky. Phillips A. Hayward is managing 
director of the group. 


From Colonel to Private 


From colonel to private is the story 
of Charles W. H. Schuck, wing com- 
mander of the Illinois Civil Air Patrol 
and owner of Schuck & Son Lumber 
Co., Springfield, Ill., who entered serv- 
ice March 19. 

Undismayed at his rapid come down 
in rank, Pvt. Schuck explained, “I 
wanted to get in as anything, and if it 
had to be as a private, it had to be as 
a private.” 

Quite naturally he would like to be 
assigned to the air force and receive 
the customary promotions — maybe 
even to corporal. 

An aviation enthusiast since 1938, 
Schuck tried to get into the army last 
year, but was rejected. 

Pvt. and Mrs. Schuck are _ the 
parents of two children. 





Receives "E" Award 

Twin Harbors Lumber Co. received 
the Army-Navy “E” award on Feb. 15 
at its Bingen-White Salmon (Wash.) 
plant, which was built expressly to 
supply large quantities of tent poles 
for the Army. The plant, which has 


done effective work, was built on very 
short notice and new techniques and 
machines were developed to speed pro- 
The biggest single feat of 


duction. 


the plant Was the filling of an emer. 
gency order for 68 carloads of com. 
pleted tent poles, including manv- 
facture and treating of poles and 
equipping them with hardware, within 
one week. Members of the staff of 
the Twin Harbors Lumber Co. can not 
conceive how the Army can find use 
for so many tent poles as they have 
shipped to the four corners of the 
world, but letters have come in from 





Speakers at ceremonies presenting the Army-Navy "E" award to Twin Harbors Lumber Co. 
at its Bingen-White Salmon division are shown, left to right: Bruce Cuffel, employee repre- 
sentative; W. A. Rupp, master of ceremonies; Chaplain R. D. Glasscock, who delivered the 
invocation; Col. A. W. Stanley, who presented the flag; Pvt. Geo. H. Hess, Jr., World 
War Il veteran, who presented pins to employee and management representatives; Comdr. 
C. J. Chastek, Navy Liaison Officer, presenting pins; Col. T. F. Riley, U. S. Marines, Wash- 
ington, D. C., and D. C. Anderson, vice president and general manager of Twin Harbors 
Lumber Co., who accepted for the management. 





TRUCK COVERS, 





BIG DEMAND FOR 








The urgent need to protect all material and equipment 
has never been more keenly felt. Fultex waterproofed 
tarpaulins and covers are proving their value daily. We 
also manufacture BACK BANDS, COTTON TWINE, 
MACHINERY COVERS, 
COVERS, TENTS AND OTHER CANVAS 


HAY 
ITEMS. 





Fulton Bag & Cotton Mills 


Manufacturers since 1870 


ATLANTA 
NEW YORK 


ST. LOUIS 
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NEW ORLEANS 


DALLAS MINNEAPOLIS 


KANSAS CITY, KAN. 






West Coast boys in service in various 
parts of the world about Twin Harbors 
poles and the many uses they have 
been put to in emergencies—many of 
them uses that no one ever dreamed 
of for tent poles. 

Donald C. Anderson is vice president 
and general manager of the Twin Har- 
bors company, which has its main 
office in Aberdeen, Wash. Lt. Comdr. 
Henry N. Anderson, USNR, president 
of the company, is now serving with 
the lumber procurement branch of the 
Navy at Portland. In addition to the 
Bingen-White Salmon plant, the Twin 
Harbors Lumber Co. has lumber and 
shingle mills at Raymond, Wash. 
timber holdings on Willapa Harbor 
and Grays Harbor; offices and storage 
yards in Boston, Baltimore, Philadel- 
phia, Chicago, St. Louis, and Waco, 
Tex.; as well as offices in Seattle, 
Portland, Eugene, and Medford. 





Forms Subsidiary 


Lawrence Ottinger, president, 
United States Plywood Corp., New 
York 19, N. Y., on March 29 al- 
nounced the formation of United 
States Plywood of Canada, Ltd., as @ 
wholly-owned subsidiary to acquir 
Hay & Co., Ltd., of Woodstock, Ont. 
act as Hay’s marketing agents, al 
also conduct an independent business 
in adhesives and other materials n0 
heretofore marketed in Canada, som 
of which will be immediately available 
and others must await the end of 
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war. D. M. Rogers, formerly associ- 
ated with Hay & Co., Ltd., will man- 
age the new Canadian subsidiary. 

Hay & Co. will continue manufac- 
ture of its full line of plywood, flat 
and fabricated, and its production will 
be enlarged by means of additional 
equipment. The company has ac- 
quired 44,000 acres of timberland in 
Haliburton County, Ontario. “As cir- 
cumstances permit,” Mr. Ottinger 
said, “Hay & Co. will enter into new 
activities, especially in the plastics 
field, having access to the research 
and developments of our organization 
in the United States.” 


Awarded Silver Star Medal 


Marine Major George M. Foote, son 
of Mr. and Mrs. H. D. Foote, Alex- 
andria, La., has 
been awarded the 
Silver Star medal 
for gallantry and 
intrepidity in re- 
connoitering and 
mapping a route 
of approach 
through a Japa- 
nese mine field to 
Cabras Island for 
vehicles of his 
amphibious trac- 
tor battalion dur- 
ing the battle for 
Guam. 





To carry out 
his mission, 
25-year-old Louisianan, then a captain, 
landed with an early assault wave on 
Guam and fought in the front lines 
throughout the day and night. The 
next day, he went forward in advance 
of the troops and, in a contested area, 
selected and mapped a mine-free route 
across the causeway from Guam to 
Cabras Island. The subsequent assault 
on Cabras, carried out with slight loss 
of men and equipment, was a success. 

Maj. Foote, who recently was pro- 
moted to his present rank, has been 
Overseas 24 months and also fought 
at Bougainville. His father is presi- 
dent of the H. D. Foote Lumber Co., 


manufacturers of yellow pine at Alex- 
andria 


Maj. Geo. M. Foote 
the Official U. S. M. Photo 


Pacific Coast Wholesale 
Hardwood Distributors 
Elect Officers 


B. E. Bryan, Strable Hardwood Co., 
Oakland, Calif., was elected president 
of the Pacific Coast Wholesale Hard- 
wood Distributors Association at a 
recent one-day war conference held at 
the St. Francis Hotel, San Francisco. 

Other officers and directors elected 
for the ensuing year were: vice pres- 
ident—Dallas Donnan, Ehrlich-Har- 
"son Co., Seattle; and secretary- 
teasurer—James Davis, Davis Hard- 
Wood Co., San Francisco. Directors: 
Norman C. Sawers, J. Fyfe Smith 
Co., Ltd., Vancouver, B. C.; Leonard 
E. Hall, Lumber Products, Inc., Port- 
and; Bruce M. McLean, General 
Hardwood Co., Tacoma; Ted Higgins, 
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YOU CAN'T GET THIS ESSCO LUMBER 
"BY HOOK OR CROOK” 


The picture above of piles of precision- 
milled, well seasoned ESSCO lumber, ear- 
marked for war demands, must make 
many a dealer with empty bins wish he 
could get a carload or two “by hook or 
crook.” Perhaps he does not realize how 
that expression originated. It comes from 
the days when the English lords owned 
the forests and only permitted the poor to 
have what they could gather by “hook or 
crook”—pruning hook or shepherd’s crook. 
Thus the smart lords kept the best timber 
for themselves and, at the same time, got 
rid of all underbrush and undesirable wood. 


Today, green, poorly seasoned lumber is 
the “hook or crook” of the lumber busi- 
ness. ESSCO End-Lokt Lumber will never 
be in that category, because all ESSCO 
Lumber is carefully selected, precision- 
milled and thoroughly seasoned before it is 
shipped. This is one of the 12 money, time 
and labor saving advantages of ESSCO 
End-Lokt lumber which will give ESSCO 
dealers a decided edge in post-war mar- 
kets. It is wise to maintain your own rep- 
utation by replenishing your own bins with 
ESSCO lumber as soon as _ conditions 
permit. 


EXCHANGE SAWMILLS SaLes Co. 


1111 R.A. LONG BUILDING 


Southern Pine ° Southern Hardwoods 

















Trade-Mark Reg. U. S. Pat. Office 


End-Lokt lumber offers 12 advantages. Here is... 


N 4 End-Lokt joints can fall where they may. They need not break over 
Oo. a joist or stud bearing. This saves sawing, nails and nailing necessary 
to make two ends of plain end lumber butt over joists, studs or rafters. 


KANSAS CITY_6, MISSOURI 


Ponderosa. Pine * West Coast Woods 
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J. E. Higgins Lumber Co., San Fran- 
cisco; Clarence Bohnhoff, Bohnhoff 
Lumber Co., Inc., Los Angeles; Rob- 
ert J. Sullivan, Sullivan Hardwood 
Lumber Co., San Diego, and Frank 
J. Connolly, Western Hardwood Lum- 
ber Co., Los Angeles. 

Present at the meeting were: Lieut. 
T. R. Sheldon, material division, Office 
of Procurement and Material, Navy 
Department, Washington D.C.; Mal- 
colm J. McDonald, lumber distribution 
section, OPA, Washington, D.C.; 
Daniel R. Forbes, attorney, National 
Wholesale Distributing Yards Asso- 
ciation, Washington, D.C., and Virgil 
J. Leach, chairman of the Industry 
Advisory Committee, Detroit, Mich. 


Southern Hardwood 
Directors Meet 


The board of directors of the 
Southern Hardwood Producers, Inc., 
met in Memphis on March 8 and 
voted an appropriation of $15,000 for 
1945 to continue the hardwood re- 
search program now being carried on 
by the National Lumber Manufac- 
turers’ Association and another ap- 
propriation of $2,500 for the public 
relations program of American For- 
est Products Industries, Inc. Secre- 
tary-manager B. R. Ellis, who was 
named treasurer also, reported asso- 
ciation membership the highest in its 
history. 





Car and Cargo 


For 30 Years 
Producers and Shippers 
LUMBER and PILING 





Teletypewriter PD 54 


Established 1915 


WESTERN PINES and 
WEST COAST LUMBER 


PATRICK LUMBER COMPANY 


Terminal Sales Building, Portland, Oregon 


Wholesale Only 


Large and Long Timbers-- 
@ FIR PILING to 150 Feet 








Herald-Argus Building 


Send us your stock 
lists and prices 











FLOORING & 
MAHOGANY & 
WALNUT | 


JOHN FTAWE @rE 


Wholesale Lumber 


CATONSVILLE 28, MD. 


Telephones; Catonsville 470 -- 


Yellow and White Pine -- Hardwoods -- Shingles 
West Coast Lumber 





P. 0. Box 3113 


Gilmore 5823 


Rough or dressed 
By car or truck 








We have been many years building 
up our reputation for quality and cus- 
tomer satisfaction. 
that under current operating and sup- 


It distresses us 


ply conditions we are unable to meet 
even the needs of our regular custo- 
mers. whose forbearance we solicit. 
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New Ceiling Schedule 
on Prefabricated, 
Non-Dwelling Structures 


Details on the new ceiling schedule 
covering small, prefabricated farm 
structures and garages will be found 
in the Washington Calendar on Page 
22 in this issue. The new regulation 
is known as MPR 583—Prefabricated 
Non-Dwelling Structures, and became 
effective March 28. 


Continued Activity in Cruising 


James W. Sewall, consulting for- 
ester of Old Town, Maine, and Port 
Arthur, Ont., reports continued activ- 
ity in cruising and valuation work, as 
well as in sale of stumpage. An im- 
portant function of Mr. Sewell’s office 
is the administration and management 
of timberlands in Maine and New 
Brunswick. 

Paul D. Gardner of the Sewall or- 
ganization is in western Ontario on 
cruising work; C. G. Reed and H. T. 
Gardner are carrying out cruises and 
inspections of operations in Maine; 
Frank M. Call is in New Brunswick 
on various inspections and investiga- 
tions. Mr. Sewall’s son, Ensign Jo- 
seph Sewall, U. S. N. R., is absent on 
active duty with the Navy. 


Surplus Tipster Sheets 
Offer No Secrets 


“Large and easy profits” through 
purchases of surplus property is the 
headline used by a growing crop of 
tipster sheets now flooding the public 
mail, Guy M. Gillette, Chairman of 
the Surplus Property Board said last 
week. These tipster sheets profess to 
give inside information, for a_sub- 
stantial fee, that will get purchasers 
in on the “ground floor.” The lure of 
profits through “huge” bargains in 
the purchase of scarce materials and 
products stands out prominently in 
these mushroom pamphlets. 

These so-called “service organiza- 
tions” began to appear last summer 
when the end of the war seemed to 
be just around the corner. In recent 
weeks, there has been a noticeable in- 
crease in their number, judging by 
the many “come-on” pamphlets and 
mimeographed sample dope _ sheets 
now reaching the public. The Surplus 
Property Board and the Attorney 
General, the Federal Trade Commis- 
sion, as well as members of Congress 
are receiving the literature from pe!- 
sons who find themselves on_ the 
“sucker” lists, Mr. Gillette said. 

“While these tipster sheets do not 
always come within the range of 
criminal action,” Mr. Gillette said, 
“they apparently offer little or noth- 
ing that a business man cannot get 
himself if he takes the trouble to 
inquire at any of the authorized Gov- 
ernment disposal agencies.” 

The many regional offices of thesé 
authorized disposal agencies maintain 
lists of business concerns to whom 
they regularly mail complete details 
of available surpluses. These lists 1! 
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Quality 
Lumber 
for your 
Postwar 

Needs 


For nearly 46 years Booth-Kelly 


have been satisfying customers 
with their dependable quality old- 
growth Yellow Douglas Fir. Buy- 
ers who formerly relied on Booth- 
Kelly can rely on it that as soon as 
Victory is achieved we'll be back 
with our usual prompt shipments 


of the full line of Booth-Kelly 


products. 


RRA 


DOUGLAS FIR 


Dimension 
Drop Siding 
Mouldings 


Flooring 
Finish 
Casing 


Ceiling 
Stepping 
Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


BoctliAtell 


TWO MILLS—GPRINGFIELD & WENDLING, ORE. 
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clude a description of the property 
offered, its condition, the quantity in- 
volved, its location, and the method 
of sale to be employed. 

The Surplus Property Board itself 
is a policy organization and does not 
maintain a public mailing list. How- 
ever, to any business man making 
the request, it will furnish a copy of 
the Buyer’s Guide, containing full de- 
tails respecting the disposal agencies, 
the types of properties sold by each 
and the addresses of their regional 
offices. 

The principal disposal agencies are: 
Treasury Department, for consumer 
goods; Reconstruction Finance Cor- 
poration, plants, machine tools, and 
other capital and producers’ goods; 
War Food Administration, food; 
United States Maritime Commission, 
small vessels and marine equipment; 
National Housing Agency, war hous- 
ing property. 

The Surplus Property Board 
stressed the fact that nobody outside 
the Government has access to infor- 
mation regarding available surplus 
property that cannot be had by any 
business man merely for the asking. 
The exaggerated claims of “inside 
knowledge” will be tracked down by 
the board’s compliance staff and steps 
taken to see that every interested 
legitimate purchaser is put in touch 
with the authorized Government dis- 
posal agencies, SPB said. 


Louisiana Building Material 
Dealers Elect 


The annual meeting of the board 
of directors of the Louisiana Building 
Material Dealers’ Association was 
held at the Roosevelt Hotel, New Or- 
leans, on March 14. Essential asso- 
ciation business was transacted and 
the following officers were elected for 
the coming year: President—Gilbert 
E. Derouen, Krause & Managan, Inc., 
Lake Charles; first vice president— 
Lloyd C. Clanton, Clanton Lumber & 
Supply Co., Shreveport; second vice 
president—E. G. Boh, Frerichs Lum- 
ber Co., New Orleans; treasurer— 
George E. Knoop, Otto Knoop Lumber 
& Realty Co., New Orleans; secre- 
tary-manager—R. Needham Ball, 613 
Roumain Building, Baton Rouge. 

Directors elected are E. G. Boh and 
Lloyd C. Clanton; Frank Burnside, 
Newellton Elevator Co., Newellton; 
M. L. Funderburk, Terrebonne Lum- 
ber & Supply Co., Houma; J. Sidney 
Gary, Broussard Lumber Co., Ince., 
Kaplan; Roland Privat, Privat Bros., 
Rayne; W. F. Treischmann, East Car- 
roll Lumber Yard, Lake Providence. 

In a short afternoon session the di- 
rectors heard short talks by S. Lamar 
Forrest, Lubbock, Texas, president of 
the National Retail Lumber Dealers’ 
Association; H. R. Northup, secretary 
of the National Retail Lumber Deal- 
ers’ Association, Washington, D. C.; 
E. G. Gavin, editor of American 
Builder, Chicago; Howard O’Brien, 
promotional director, Southern Pine 
Association, New Orleans; Arthur C. 
Seavey, district manager, Johns-Man- 


ville Co., New Orleans; Harold H, 
Whittemore, district manager, Flint- 
kote Co., New Orleans; A. C. Wil- 
liamson, district manager, Celotex 
Corp., New Orleans. 


Personnel Changes 

Harold R. Berlin has been appointed 
general merchandise manager, build- 
ing materials department, Johns- 
Manville Sales Corp., New York 16, it 
was announced by L. M. Cassidy, vice 
president. Mr. Berlin in his new posi- 
tion will direct and coordinate all staff 
activities of the J-M building material 
line. 

William R. Wilkinson has been ap- 
pointed manager, dealer building ma- 
terials department, which includes re- 
sponsibility for the company’s line 


Harold R. Berlin 


of residential and farm _ building 
products. Previously sales manager 
of the J-M Philadelphia district office, 
he will transfer to headquarter offices 
in New York. 

E. K. Clark has been promoted from 
assistant manager to manager of con- 
tract building materials. 

Bryan F. West succeeds Mr. Wilk- 
inson as Philadelphia district manager 
in charge of building materials, it 
was announced by Laurence C. Hart, 
vice president, and George H. Martens, 
formerly sales representative of the 
Johns-Manville Washington, D. C., 
office has been appointed assistant dis- 
trict manager in Philadelphia, the 
position which Mr. West previously 
held. 


New Assistant Advertising 
Manager 

Joe DeLo, sales promotion and ad- 
vertising manager of Continental 
Steel Corp., Kokomo, Ind., has an- 
nounced the appointment of Ray 6. 
Reynolds as assistant advertising 
manager. Mr. Reynolds’ new duties 
will be to promote consumer sales of 
Continental’s line of farm fence, steel 
roofing and siding, and other steel 
products. 


W. R. Wilkinson 


Ceiling Increase for 
Odd Stock Millwork 

Ceiling price increases, that have 
been authorized for stock millwork 
items since maximum prices Were 
frozen originally at the March, 19 
levels, are extended to odd stock mill- 
work by amendment 6 to Maximum 
Price Regulation 525—Jobber Sales 
of Stock Millwork. The amendment 
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is effective March 31. In the future, 
jobbers may add their March, 1942, 
published extras to the higher ceil- 


ings for stock millwork items set out 
in MPR 525. As a condition to the 
use of such prices, however, jobbers 


are required to file their list of odd 
stock extras with OPA. 

Another provision authorizes a 
seller of stock millwork items, which 
are included on stock lists for the 
area in which delivery is made but 
for which no mark-up (price sched- 
ule) is provided, to apply to OPA 
for approval of a mark-up. Cur- 
rently, such applications are limited 
to items that are not included in the 
area stock lists. 


Exceed Goals Set in 
War Fund Drive 

The Moore Dry Kiln Co. and the 
Moore Pipe & Sprinkler Co., Jack- 
sonville, Fla., were the first large 
unit of workers out of more than 
1,000 Jacksonville business firms and 
offices employing ten or more per- 
sons to go “over the top” in the Red 
Cross war fund campaign. The Moore 
companies, including executives and 
employees, subscribed 102 percent of 
their goal a day before the actual 
drive began. 


New President and 
General Manager 

Wheeler Lumber Bridge & Supply 
Co., Des Moines, Iowa, has announced 
that J. Leo Hoak is now associated 
with the company as president and 
general manager. 

Warren M. Wells, who has been 
associated with the company for the 
past twenty-seven years, has resigned 
as president but will continue in an 
advisory capacity and as chairman of 
the board of directors. 

C. T. Jensen, who will continue to 
make his headquarters at Minneap- 
dlis, Minn., was elected to the office 
of vice president and member of the 
board of directors. 


Building Material Exhibitors 
Elect New Officers 

The Building Material Exhibitors’ 
Association held its annual meeting 
at the Sherman Hotel in Chicago on 
March 23 and elected E. G. Gavin, 
editor of American Builder, Chicago, 
a president. J. M. Hoare, manager 
sales promotion, American Asphalt 
Roof Corp., Kansas City, Mo., was 
chosen vice president, and Adolph 
Pfund, secretary of Woodwork Job- 
bers Service Bureau, Chicago, was 
elected secretary-treasurer. 

John H. Giles, of Insulite, Minne- 
apolis, retiring president, presided at 
the meeting, which heard reports of 
the officers and committees and drew 
up plans for postwar activities. 


National-American Wholesalers’ 
Executive Committee and 
Directors Will Meet 

The executive committee of the 
National-American Wholesale Lum- 
‘tr Association has decided that there 
Will be no convention this year in 








“STETHOSCOPE SELLING’ 


aoe 


GRAPH-A-MATIC SALES CONTROL is to 
a lumber and building supply dealer 
what the stethoscope is to a doctor 
a fast, accurate, inexpensive 
means of obtaining the facts on which 
intelligent action must be based. 


With it the sales manager has the 
current information needed for in- 
telligent day-to-day control of oper- 
ations as well as for long-range plan- 
ning. He knows who are his pros- 
pects—who is buying—who is not 
—with sales results shown by prod- 
uct or line classifications. He has a 
crystal-clear picture of individual 
sales effort and production, 
what is attempted, what is 
accomplished. He has the 
short-cut to constructive and 
profit-building sales adminis- 
tration. 


cost ! 
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.. a short cut 
to MORE sales 
at LOWER. 
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With Graph-A-Matic Sales Con- 
trol the individual salesman can 
schedule his time for maximum effect- 
iveness. He can analyze his progress, 
and concentrate on his most profit- 
able prospects. He knows when and 
how. often to sell what, and where. 


We want to help you as a dealer 
to capitalize most effectively on 
the tremendous opportunities that 
each victory brings closer. We will 
gladly send you a new 96-page 
book packed solid with helpful sug- 
gestions. Ask for ‘‘Graph-A-Matic 
Control for Sales Management”’. 


@ “Graph-A-Matic Control 
for Sales Management” con- 
tains 96 pages of new, 
practical ideas. Now avail- 
able from your local Rem- 
ington Rand Branch Office 
+.+.0r write to us in Buffalo. 
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cuunection with the fifty-third annual 
meeting of the association at the 
Hotel Biltmore, New York City, at 
10 a. m., on April 30. Proxies are 
being sent to the members. Directors 
will be elected at the meeting and 
other association matters attended to, 
after which the board of directors 
will meet. 


:CO Ri NTH — a 


CORINTH, —, 


< Sawmills, Edgers 
= Smooth End Trimmers 
— Mill Supplies 











Retail Yard Changes 


Osterhout & Becker, lumber retail- 
ers of David City, Neb., have sold 
their lumber yard interests and prop- 
erty to Sack Lumber & Coal Co. of 
Crete, which brings to eight the num- 
ber of yards owned by the Sack com- 
pany in Nebraska. 

Crawford Lumber & Coal, Inc., Ox- 
ford, Mich., has been sold to R. W. 
Nowels of Rochester, Mich., who owns 
and operates the Nowels Lumber & 
Coal Co. in Rochester, Washington, 
and Northville. Mr. Nowels is the 
third generation of his family in the 
Nowels Lumber & Coal Co. 

T. H. Roberts, who has been mana- 
ger of the Roberts-Judson Lumber 
Co. at Steelville, Mo., for the past 24 





WILL LIQUIDATE 


For detailed information 
address all inquiries to: 


THE ANTRIM IRON COMPANY SAWMILL 


Which Is Still in Operation at Mancelona, Mich. 


We Invite Your Inspection 
While It Is Still in Operation 


(Antrim Wrecking & Salvage Co. 
405 Murphy Bidg., 7 East Grand Ave, 
Highland Park 3, Michigan 


Beginning April 15 











BE IN A POSITION TO FILL 
THAT MATERIAL LIST FOR 
ROOF CONSTRUCTIONS! 


Your contractor will need ABESTO 
COLD PROCESS ROOFING MATERI- 
ALS and any standard brand roll roof- 
ing. Tell your Yard man to get and 
keep a representative stock of Abesto Liquid, Fiberated, Semi- 
Plastic, and Plastic. It is the yard that fills material lists promptly 
with quality products at a reasonable cost that gets the business. 


Abesto Manufacturing Co., “iis.” 








WAR BONDS 
and STAMP. 





Planning for Long-Time Service 












TREMONT LUMBER COMPANY 


HERBERT MOSS, 
General Sales Manager 


Now co-operating as fully as 
possible on war orders, Tre- 
mont is looking ahead to re- 
sumption of its regular service 
to the trade. Tremont plans to 
be here permanently to serve 
its many customers. 


Rochelle, La. 
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years, has purchased the Steelville 
yard and will operate it as The Rob- 
erts Lumber Co. 

The J. C. Simpson Lumber (Co,, 
Mount Sterling, Ill., has changed its 
name to C. S. Boydstun Lumber Co. 
The new owner C. S. Boydstun, has 
been auditor and secretary of the 
J. C. Simpson company for many 
years. J. C. Simpson, former owner, 
who is 80 years old, is retiring from 
active participation in the business 


Awarded Third "E" 
Renewal Star 


Angelina County Lumber (Co. 
Keltys, Tex., has been notified by the 
Navy Department that it has been 
granted the fourth Army-Navy “E” 
award as signified by the third renewal 
star. E. L. Kurth is president of the 
company; Eli Wiener is chairman of 
the board; S. W. Henderson Jr., is 
vice president, and William H. Gug- 
golz is sales manager. The company 
produces yellow pine lumber. 


Dollar-and-Cent 
Custom Milling, Kiln 
Drying Schedules Issued 


New ceiling schedules in dollars 
and cents for custom milling and kiln 
drying of lumber in Midwest, Great 
Lakes and Southern states, to become 
effective March 31, have been an- 
nounced by the Office of Price Admin- 
istration. 

The service charges on custom mill- 
ing and kiln drying of softwood and 
hardwood lumber are made uniform 
in Illinois, Indiana, Iowa, Kansas, 
Michigan, Minnesota, Missouri, Ne- 
braska, North Dakota, Ohio, South 
Dakota and Wisconsin. 

Maximum prices are likewise estab- 
lished for similar services on the same 
kinds of lumber except western soft- 
woods, when performed in Alabama, 
Arkansas, Florida, Georgia, Ken- 
tucky, Louisiana, Mississippi, North 
and South Carolina, Tennessee, Vir- 
ginia and West Virginia. Ceiling 
prices on western softwoods for all 
states except the 12 Midwestern and 
Lake states listed above will be con- 
trolled by RMPR 539, also issued this 
week. 

Similar specific and uniform prices 
for these services were provided pre- 
viously on northeastern softwood 
lumber when performed in six New 
England states. States not covered 
by the three area regulations will be 
provided with dollars-and-cents ceil- 
ing prices as soon as studies currently 
under way are completed. 

Consumer prices will not be af- 
fected, OPA said. While coverage of 
some handling charges has been ¢x- 
tended, these charges have beer bal- 
anced by the elimination of others. 

The two new area ceiling price 
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Stretching 
Our Timber Supply 


Modern science has made obsolete the 
old adage about a “lumber stretcher.” 
In 1900 only 34% of the wood in a tree 
was used in the manufacture of lumber. 
As the years passed research engineers 
at Pope & Talbot and other firms have 
devised processes for utilizing nearly the 
complete tree. While we are using more 
lumber today than fifty years ago our 
timber lands are producing at a higher 
rate than ever. The explanation is scien- 
tific logging practices plus intelligent 
usage of former waste materials. 


POPE & 2% TALBOT 


LUMBER ej DIVISION 
461 MARKET ST. SAN FRANCISCO 


Make Your POS 


Pay You DIVIDENDS TODAY 
SELL 


CREO-DIPT 
SHINGLE STAINS 


for wood shingle roofs and side walls 
e 


CREO-DIPT 
DOUBLE STRENGTH WHITE 
for wood shingles, brick, stone, stucco 
Available Now For Prompt Shipment — Write For Full Particulars 


CREO-DIPT CO., INC * NORTH TONAWANDA, N. Y. 











“MAYBE WE 
CAN HELP, 


West Coast - Southern 


LUMBER, 
BOX SHOOK 


Perhaps we can deliver what you need 


d 


COMPANY 


53 West Jackson Boulevard « Chicago 4, Illinois 
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B&T Metal Trims 


Trade Marked 


CHROMEDGE 


Trade Mark Reg. U. S. Pat. Off. 


No matter what angles you consider in selecting 
interior trims, you get a better choice in the 
“B & T line”’—the line trade marked CHROM- 
EDGE! They give you the utmost in lustrous, per 
manent beauty ... make installation easier . . . 
permit the widest range of color harmonies .. . 
offer beautifully matched groups of trims .. . will 
not split, crack, chip, warp, or deteriorate with age. 
All these advantages will be ready for post-war 
building needs—in a new and improved line of 
Metal Trims trade marked Chromedge. 


The B sl Metals Compan y 


COLUMBUS 16, OHIO 








PAUL B. BERRY 
Grand Rapids 6, Michigan 


if you can furnish any of the follow- 
ing (or anything else) write or wire me. 


4/4” Cl Ponderosa Shorts RW&L 
by foot or ton 


1 or more cars 4/4”, 5/4", 6/4”, 
8/4” Maple, Poplar, Pine, Gum, 
Birch, Willow, Magnolia, Oak, 
Beech, etc. Any grade or log 
run KD, AD or shipping dry, 
Rgh. or S2or4S 














OU need these tools for 

insulation board jobs. 
Made of hard maple, light 
weight. Sharp, strong blades 
cut thru toughest insulation 
boards, leaving clean, smooth 
edge. Three tools, five blades, 
attachments, all for 


$350 
Sent postage paid 
anywhere in U.S. A. 
Extra Bevil-Devil Blades, of 
selected steel, ground to cut 
insulation board, package of 
100 for $4.00, postage paid. 


KIMBALL merc. 


1709 GREENLEAF ROYAL OAK, MICH. 


BEVELING & 
RABBETING 


4/ 


HANDLING IN YOUR YARD 


Save space—time—costs—release men 
for productive work—handle lumber with 
conveyors. 
Write for special bulletin A.L.-35A, 
describing Standard 
Conveyors designed 
to speed and cut the 
cost of handling in 
lumber and_ building 
supply yards. 


STANDARD 
CONVEYOR CO. 


General Offices: 
No. St. Paul, Minn. 








regulations and the revised general 
regulation, all of which become ef- 
fective March 31, will encourage mul- 
tiple milling (more than one milling 
operation by the same mill). 

Ceiling prices for custom milling 
and kiln drying on softwoods in the 
two new area regulations—one for 
Midwest and Great Lakes states and 
the other for Southern states—are 
similar to present custom milling 
ceilings. 

Maximum prices for hardwoods, 
which have not previously been under 
dollar-and-cent ceilings, are based on 
an average of prices under Maximum 
Price Regulation 165, which currently 
covers these services. 

The new ceiling prices will cover 
surfacing, running in certain pat- 
terns, resawing, ripping and kiln dry- 
ing. In the Midwest area price regu- 
lation, coverage is based upon when 
the services are performed regardless 
of origin of the lumber. This is also 
true in the Southern area, except 
for western softwoods. 

Differences in labor costs in the 
two areas are reflected in the price 
ceilings. 

These actions covering custom mill- 
ing and kiln drying are embodied in 
three schedules as follows: RMPR 


539—Custom Milling and Kiln Drying 
Western Softwoods; MPR 539-B— 
Custom Milling and Kiln Drying of 
Softwoods and Hardwoods in South. 
ern Area; MPR 539-C—Custom Mill- 
ing and Kiln Drying of Softwoods 
and Hardwoods in Midwest and Great 
Lakes States. 


Takes Over New Duties 


Roderic Olzendam of Tacoma, 
Wash., who, since June 1937 has been 
director of public relations for the 
Weyerhaeuser Timber Co., has re- 
signed to join the editorial staff of 
the Reader’s Digest. 


Alabama Makes Experimental 
Plantings of Cork Oak 


The Alabama Division of Forestry 
has received 500 pounds of California 
produced cork oak acorns and in co- 
operation with the Crown Cork & 
Seal Co. of Baltimore is experiment- 
ing to determine the cork oak’s adapt- 
ability to Alabama’s soil. In addi- 
tion a smaller shipment of cork oak 
acorns, gathered in Algeria and 
around Casablanca and flown to the 
United States, has been received. 

Alabama State Forester J. M. 





Belcher Company Wins Army-Navy "E" 


J. B. Belcher Lumber Co. was pre- 
sented with the Army-Navy “E” 
award at ceremonies held in Ramsey 
Auditorium, Bluefield, W. Va., on 
Feb. 24, to which the public was in- 
vited. The program was broadcast 
by Station WHIS, with a special 
hookup with Kennedy General Hos- 
pital in Memphis, Tenn., where Pfc. 
Charles E. Belcher, son of Mr. and 
Mrs. J. B. Belcher, had just been ad- 
mitted for treatment of wounds re- 
ceived in France on Dee. 9. 

Because he is sole owner of his 
business, J. B. Belcher is said to have 


Pfc. Charles E. Bel- 
cher listening over 
radio to ceremonies 
in which Lt. Comdr. 
J. M. Robertson (SC) 
USNR (shown in in- 
set) presented the 
"E" award to his 
father, J. B. Belcher, 
right of inset. It was 
the first time Pfc. 
Belcher heard his 
father's voice in over 
a year. 


the distinction of being the only in- 
dividual in West Virginia in the lum- 
ber business to be awarded the 
Army-Navy “E” flag. Since Pearl 
Harbor Mr. Belcher has shipped hun- 
dreds of carloads of lumber to the 
Army and Navy, and it is said the 
mill has become the largest individual 
producer of hardwood ship planks in 
the United States. In accepting the 
“E” flag, Mr. Belcher paid tribute to 
his employees and associated compa- 
nies at Atkins, Va.; Richlands, Va., 
and Ronceverte, W. Va. 
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Old ways of logging have given place 
to the new. Mill methods have changed. But the 
high quality of Polson lumber never has changed.| 

Sitka Spruce and Douglas Fir direct from our forests. Rail and water 
shipments. 


POLSON LUMBER & SHINGLE MILLS 


Division ef Polson Logging Co. HOQUIAM, WASHINGTON 
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Acme Photo. 


Today 


Western Pines head the list 
of critical war materials as 
evidenced by Direction 
2-A to L-335. Demand for 
Ponderosa Pine, most plenti- 
ful of Western Pines, far ex- 
ceeds the supply, for use in 
ammunition box manufac- 
ture and for overseas crating. 
Consequently only a very 
small percentage of our pro- 
duction of over one hundred 
million feet per year of this 
much sought species is avail- 
able to our normal trade for 
construction or other indi- 
rectly war connected pur- 
poses. 


With Victory 


However, we look forward 
to resumption of our normal 
service and can assure a 
continuing supply of this 
versatile wood to our many 
friends and customers. 


SOUTHWEST 
Lumber Mills, Inc. 


McNary, Arizona 


Mills at McNary and 
Flagstaff, Arizona 


DISTRICT SALES OFFICES 





PHOENIX, ARIZ. -R. 8. HOWELL, Rep. 
CHICAGO.- D. A. WEIDLER, Manager 


520 N. Michigan Ave. Phone, Superior 9004 
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Stauffer has announced that approxi- 
mately 250 pounds of the acorns re- 
ceived from California will be shipped 
in answer to requests for them from 
farmers and timber growers; the 
other half of the shipments will be 
placed in seedling beds at the Au- 
taugayille forest nursery, from where 
they will be sent out next year as 
seedlings to interested landowners. 

Similar experiments are being made 
in other southeastern States in an 
effort to make this country less de- 
pendent upon foreign markets for 
the raw product. 


Big Raft Landed 


A Davis raft, totalling 2,000,000 
feet of lumber and over 2,000 feet of 
logs, was recently tied up at the mill 
of the Hammond Cedar Co., Ham- 
mond, B.C. The raft was 420 feet 
long, 80 feet wide, and drew 18 feet 
of water. 

The raft was brought from the Pa- 
cific Mills’ camp in the Queen Char- 
lotte Islands to Steveston by the sea- 
going tug “J. R. Morgan.” Four tugs 
then took the raft up the remaining 
30 miles of river channel in 11 hours. 


New Subsidiary Company 

Owen R. Cheatham, president of 
Georgia Hardwood Lumber Co., with 
general offices at Augusta, Ga., has 
announced the formation of a sub- 
sidiary company, Rhodes-Nelson & 
Co., Inc., Helena, Ark., which has 
purchased the well-known, sixty-year- 
old Howe Lumber Co., including the 
the band mill operations at both 
Helena and Wabash, Ark., all lumber 
and log inventories, and standing tim- 
ber. John Howe, last member of the 





H. S. Nelson E. D. Rhodes 


family still interested in the Howe 
Lumber Co., will retire. 

Officers of the new Rhodes-Nelson 
& Co., Inc., are E. D. Rhodes, presi- 
dent; Howard Nelson, vice-president; 
and R. B. Pamplin, secretary and 
treasurer. Both Mr. Rhodes and Mr. 
Nelson were former operating offi- 
cials of the Howe Lumber Co. and 
R. B. Pamplin is secretary and treas- 
urer of the parent Georgia Hardwood 
Lumber Co. 

Rhodes-Nelson & Co., Inc., will take 
over the operations management. The 
entire personnel of the Howe Lumber 
Co. will continue with the new cor- 
poration and sales will be handled 
from the Augusta headquarters of 
Georgia Hardwood Lumber Co. 


Change in Meeting Date 

The date of the Boise regional con- 
ference of the Western Retail Lum- 
bermen’s Association has been 
changed from Thursday, March 29, to 
Thursday, April 12. The change of 
date was necessitated by the late an- 
nouncement of dates for a logging 
congress which was held in Boise on 
March 27, 28, and 29. 








New office and plant of The Savogran Co. 

of Illinois (affiliated with The Savogran Co., 

Boston) at 60 West Superior Street, Chi- 

cago 10, provides increased space and fa- 

cilities to serve the trade in the central and 

southwestern territories now and after 
victory. 





Celebrates Golden Wedding 
Anniversary 

Mr. and Mrs. J. R. Proctor of Cali- 
fornia, Mo., celebrated their golden 
wedding anniversary on March 18 with 
an open house from 2 to 8:30 p. m. 
Mr. Proctor is head of the retail lum- 
ber yards bearing his name. 


Appointed Director of WPB 
Forest Products Bureau 

Harold Boeschenstein, War Produc- 
tion Board Operations vice chairman, 
has announced the appointment of 
Benton R. Cancell as director of the 
Forest Products Bureau. 

Mr. Cancell, who has an extensive 
background in the pulp, paper, and 
logging industries, went to WPB in 
May, 19438, and since November, 1944, 
has been serving as deputy director 
of the Forest Products Bureau. 


Aerial Map Surveys 

The Forest Service in mid-March 
began making aerial maps of’ forest 
land and reserves in California to 
determine the amount of timber avail- 
able and the acreage that can be used 
for replanting. Greater stress is to 
be placed on fire prevention, as well 
as on efforts to control cutting on pri- 
vate land. 


Memphis Lumbermen's 
Club Activities 

Members of the Lumbermen’s Club 
of Memphis will have their annual 
golf tournament, banquet, -and final 
meeting before summer adjournment, 
at the Colonial Country Club on May 
17, Thurman Talley, chairman of the 
entertainment committee announced 
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at the regular meeting at the Peabody 11,600 acres of timberlands about 35 








on March 22. miles east of Roseburg, Ore. The sale 

The club heard William R. Her- price, not disclosed, was reliably re- 
stein, chairman of the Memphis Inter- ported to be in the neighborhood of 
national Center—of which a number $600,000. Known as the Gross tract, 
of Memphis lumbermen are members it was bought from Ralph Smith, Kan- 
—tell of the work his organization is sas City; Fred Ingham, Seattle, and 
doing and the need of spade work to George Ulett, Coquille. Plans for Soft in tex- 
get some of the vast volume of busi- development have not yet been com- t light i 
ness that will be available after peace pleted. _—— io 
parenting weight, scien- 

A committee of members of the tifically kiln 
Lumbermen’s Club had charge of the Buzz Saw Rips Through dried, carefully 
Red Cross campaign solicitation and Home : machined and 
topped last year’s figures although As Henry Butler ate break- manufactured, 
there are 1500 fewer employees in fast in his home on the out- Craig Moun- 
Memphis’s lumber industry and wood- skirts of Jacksonville, Fla., re- tain Ponderosa 
working plants this year than last. cently, a buzz saw, which had Pine has long 
President Walter J. Wood presided. broken loose from a_ nearby been a favorite 

. sawmill, ripped through the din- building lum- 

New Mill ing room wall, sliced the break- ber. 

Ogletree Lumber Co., owned by fast table neatly in two, and : : 
G. R. Ogletree and his son, Ben, is then whirled out the other side Serving in 


of the house. the war now, 


Craig Moun- 
tain Pine will 








building an all-electric sawmill with 
a capacity of 65,000 feet of lumber a 
day at Arcata, Calif. The mill, which 








will cut fir and possibly some redwood, Fire Losses again be a fa- 
is expected to be ready to operate by A fire recently caused $50,000 dam- vorite when 
early summer. The Ogletrees have age to the McWilliams & Schulte Box , 
lumber holdings in Texas and Georgia, & Lumber Co. factory in Cincinnati, the ed oe 
and formerly operated yellow pine Ohio. stored. 
mills in Texas. Fire, starting in the planer room, 

x caused loss of $85,000 to the plant 
Timberland Changes Owners of George F. Pope Lumber Co., Dunn, 


Oregon Timber Products Co., com- N. C., on March 11. George F. Pope, 
posed of R. B. White, Kansas City; owner of the mill, reported that he 
H. B. Grandin, Los Angeles, and H. W. carried no insurance and said he did 
Putnam, Carthage, Mo., has purchased not intend to rebuild the plant. 


CRAIG MOUNTAIN LUMBER Co. 
Winchester,Idaho 
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Yellow Pine and Hardwoods 


Including End-Matched Pine and Oak Flooring 


Mills: Diboll, Texas 
Pineland, Texas — MODERN KILNS AND PLANING MILLS — 
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RAINY LAKE LUMBER CO., Ltd., .204 comet ietcaco 2, ut 


Selling the Products of J. A. Mathieu Limited--Rainy Lake, Ont. 
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THE KIND OF PLANER 
“YOU HAVE LONG WANTED! 


Big enough to handle all of a lumber com- 
pany’s requirements. Built for the precision 
accuracy formerly obtainable only with the 
larger machines. A husky producer with In- 
clined Bed and many patented features pro- 
moting convenient, time-saving operation and 
highest quality work. Priced way below the 
larger machines. Write for details. 


MACHINE WORKS 
238 Eighth St. Holland, Mich. 
































H. B. Jordan, Gen. Mgr. C. M. Jordan, Treasurer 
C. W. Jordan, Sales Mgr. J. B. Deutsch, Detroit Mgr. 


* * * 


Clarke County Lumber Company 
Wholesale Forest Products 





Box Shooks 
* * * 
Phone: TEmple 1-2924 Phone: L. D. 101 
834 Maccabees Bldg. Phone: Local 125 
DETROIT 2, MICH. THOMASVILLE, ALA. 








Planning Post-War Homes 


Be ready for the tremendous home- 
building market that will break at war’s 
end. Our Plan Book of 25 Tested 
Homes of advanced but sound design 
completely described, attractively il- 
lustrated, sells lumber! 


Lumber & Coal Company 
Dierks Bidg. Kansas City 6, Mo. 


send Pian Book (FREE to Lumber Dealers East of 
Rockies). Allothers add 25c Postage and Mailing. 


PACIFIC COAST 
LUMBER PRODUCTS 


Yard Stocks, Long Joists, Long 
Dimension, Plank, Timbers, Ties. 
MIXED CARS. Dependable values. 
Your orders will receive prompt, 
careful attention. Write us about 
your needs. 


THE GRISWOLD LUMBER CO. 


FAILING BLOG. PORTLAND, ORE. 








KNIGHT SAW MILLS 


All lron & Steel Construction 
DOGS, SET WORKS, EDGERS 
Manufactured by 


THE KENT MACHINE COMPANY 












117 Portage St. Cuyahoga Falle, 0. 
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RAINELLE, W.VA. 


All “Cream of the 
West Virginia Appalachians” 


STEPPING & RISERS FLOORING—Red and TRIM & MOULDINGS Solid or Edge-Giued 
Oak & Birch White Oak, Maple, Chestnut, Ash, Birch, _ Dimension Maple, 
BEVEL SIDING —Poplaer Birch and Beech Poplar, Oak, Basswood ~ Oak and Poplar 





WANTED 
1/44 MASONITE (szs) 


Preferably 4 ft. by 4 ft. Large quantities. Wire 
collect. Yankee Fiber Tile Co., 3222 E. Jefferson, 
Detroit 7, Mich. Phone FItzroy 5770. 


American o5.23555 Load Binder 


F 
ESactintag, WINGER: (Goodyear Pattern 











jest to use. . . most GEDSED 
prostteas and _ effective. 
hree sizes. Write for 

cireular and full infor- 

mation. 


“American’’ line of Log- 
ging Tools and Appli- 
ances is the best on the 
market. Catalog on re- 
quest. 





AMERICAN LOGGING TOOL CO., Evart, Mich. 


NEED A Good 
Calculator? 


Every Man who figures lumber footage can make good 
use of The Lumberman’s 


AMBIDEXTER 


It is named Ambidexter because of its unique arrange- 
ment, which permits left-hand manipulation, leaving the 
right hand free to write. 

Suitable,for pocket, loading dock, yard, car or office. 





Only $3.50 per copy Postpaid 
Ovder from: 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Ill. 
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Supply Outlook Unchanged; 
Boyd Explains Overseas 
Lumber Commitments 


Although there are no indications 
of any relaxation in the prodigious 
demands on the lumber industry for 
the war effort, some measure of hope 
was garnered during the last fort- 
night by announcement that logging 
and lumbering have been restored to 
the national production urgency list 
by the Production Executive Commit- 
tee. This should materially assist op- 
erators in securing labor and equip- 
ment to help them fulfill the indus- 
try’s obligations in the war, and 
should eventually be reflected in 
larger output figures. 

In the meantime, however, retail 
lumber yard buyers see little change 
in their outlook as far as buying stock 
is concerned. At the last CPA buying 
auction in Portland, Ore., schedules 
for placement totaled 197,000,000 feet 
but only 67,000,000 feet was bought. 
March 29 another auction is sched- 
uled and preliminary figures show 
more than 200,000,000 feet will be up 
for placement, more than 60 percent 
of it boards and dimension. At the 
CPA auction in Chicago last week, 
more than 100,000,000 feet from the 
Memphis and New Orleans CPA 
offices was up for placement, and only 
3,250,000 feet was bought. 

The War Production Board, is mak- 
ing an extensive study of remanufac- 
turing plants throughout the west 
with the thought they might be util- 
ized to stimulate the total output of 
boards and dimension. This could be 
done, it is reported, by the use of direc- 
tives taking the output of rough mills 
and running it to boards and dimen- 
sion through these remanufacturing 
operations. Observers are of the 
opinion this move, if handled prop- 
erly, could very well alleviate the 
serious shortage in boards now pre- 
vailing. It would, however, dry up 
still another source of supply for 
many retail buyers. 

In the meantime the attention of 
a large segment of the industry cen- 
ters on various announcements rela- 
tive to lumber needs for rehabilitation 
overseas. This week, J. Philip Boyd, 
chief of the Lumber and Lumber 
Products Division of WPB, summar- 


ized total commitments for these pur- ° 


poses in an announcement to the 
trade. With no additional urgent de- 
mands for lumber for foreign re- 
habilitation in the offing, Mr. Boyd 
says that thus far the footage allo- 
cated for that purpose totals some- 


what under 300,000,000 feet, or less 
than one percent of .our total annual 
lumber production. 

The purposes for which this 300,- 
000,000 feet is being taken, says Mr. 
Boyd, is as follows: dike repair in 
Holland—5,600,000 feet; barracks to 
house French workers at ports we 
are using—23,400,000 feet; for 30,000 
prefabricated housing units for 
Britain, including flooring and mill- 
work—164,000,000 feet; for repair of 
bomb-damaged structures in England 
—80,000,000 feet; for repair of dam- 
age by Nazi gunfire in occupied 
countries—4,750,000 feet. 

In revealing these figures Mr. Boyd 
explained that in some quarters ru- 
mors have multiplied our lumber ob- 
ligations overseas to fantastic pro- 
portions. “Anyone giving credence to 
these rumors,” he said, “can probably 
find good reason to become worried 
about our domestic supply.” In con- 
cluding his announcement of commit- 
ments thus far made for such lumber, 
he said: “I do not believe this con- 
stitutes an unfair or unreasonable 
demand upon our forest economy in 
view of the desperate need which it is 
partially serving.” 


Current Statistics on 
Lumber Output, Distribution 


Lumber shipments of 483 mills re- 
porting to the National Lumber Trade 
Barometer were 2.4 percent above 
production for the week March 17, 
1945. In the same week new orders 
of these mills were 9.0 percent more 
than production. Unfilled order files 
of the reporting mills amounted to 
103 percent of stocks. For reporting 
softwood mills, unfilled orders are 
equivalent to 37 days’ production at 
the currert rate, and gross stocks are 
equivalent to 34 days’ production. 

For the year-to-date, shipments of 
reporting identical mills exceeded pro- 
duction by 8.1 percent; orders by 13.6 
percent. 

Compared to the average corre- 
sponding week of 1935-1939, produc- 
tion of reporting mills was 22.3 per- 
cent greater; shipments were 14.6 
percent greater; and orders were 19.4 
percent greater. 


Southern Pine 

The barometer of the Southern Pine 
Association for the week ending 
March 17 reported 140 mills cut 17,- 
910,000 feet, 22.12 per cent below the 
three-year average cut. Shipments 
during the week totaled 18,729,000 
feet, 4.57 percent above production. 
New business booked stood at 21,- 
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689,000 feet, 21.10 percent above pro- 
duction and 15.80 percent above ship- 
ments. 

Total stocks reported on hand were 
148,291,000 feet compared with un- 
filled orders of 146,498,000 feet. 


Western Pine 


One hundred twelve mills reporting 
to the Western Pine Association cut 
59,333,000 feet during the week ending 
March 17, compared with 61,240,000 
feet the week previous. Shipments 
during the week were 65,697,000 feet, 
10.7 percent above production. New 
business totaled 75,623,000 feet, 27.5 
percent above production and 15.1 
percent above shipments. 

Unfilled order files at the end of 
the week totaled 329,470,000 feet and 
gross stock were 702,541,000 feet, 
considerably above what they were 
a year ago. 


West Coast 


Fir production as reported to the 
West Coast Lumbermens Association 
for the week ending March 17 was 
102,380,000 feet. Shipments totaled 
94,854,000 feet, 7.35 percent less than 
the cut. Orders booked were 92,112,- 
000 feet, 10.03 percent less than out- 
put. 

The 1945 production of all west 
coast mills during the week ending 
March 17 was 91.6 percent of the 
comparable week in 1944. 


Softwood Plywood 


The U. S. Department of Commerce 
reports a total production of soft- 
wood plywood in January, 1945, of 
126,886,000 square feet, compared 
with 121,618,000 feet the same month 
a year ago. Shipments during Janu- 
ary totaled 123,965,000 square feet 
and stocks at the end of the month 
were 30,952,000 square feet. Logs 
consumed during January totaled 55,- 
580,000 feet, log scale, and log stocks 
on hand at mills at the end of the 
month stood at 93,791,000 feet. 


In the Market Centers 


KANSAS CITY: Demand is large 
and far above existing supplies with 
civilian needs still being neglected. 
The Federal Reserve Bank reports 
that 130 yards in the district in 
February did 14 percent less busi- 
ness than a year earlier, 29 percent 
less than in January and the first two 
months’ total was four percent under 
the 1944 comparison. Wholesale vol- 
ume in the area was 19 percent less 
for February and the two-month de- 
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Natural Reseeding of Timber 


Future Timber 
Supply Assured 


Progressive forest management 
policies assure Ozan’s customers 
long-time, continuous service on 
this famous Shortleaf Pine. 


OZAN 


Lumber Company 
Prescott, Ark. 


Sawing Wood Since 1891 
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Cuapman & Dewey 
LUMBER CO. 


Memphis, Tenn. 


Manufacturers of “C & D” Brand 


OAK FLOORING 


and 


HARDWOOD LUMBER 


From 


FAMOUS ST. FRANCIS BASIN 
Ww 


Wire for quotations 





cline aggregated 15 percent, the bank 
said. 

Lumber supply is very short and 
southern pine mills have been forced 
to ship unseasoned lumber because 
the rains have not permitted proper 
drying in time. Retailers report that 
stocks at the start of March were 11 
percent higher than a year ago, re- 
flecting the husbanding of supplies 
because of the realization that re- 
placements are difficult to obtain, 
even with high priorities. 

Weather looms as the chief deter- 
rent to increased lumber production 
in the Kansas City area. Continuous 
rains in most of the region have made 
it impossible to log in the forests and 
mills are very short of logs. Labor 
is still tight and drafting of the 
younger help continues. 

MEMPHIS: Hardwood production 
continues at approximately 60 per- 
cent of normal with AA-1 and AA-2 
priorities taking all the better grades. 
Much of the lower grade material is 
unrestricted and retailers are getting 
considerable quantities of this, al- 
though it is unacceptable for most 
building purposes. Stocks of lumber 
in the Memphis yards are at mini- 
mum levels. 

Oak flooring production through- 
out the south has declined and is now 
less than 25 percent of normal. Re- 
tailers are getting practically none 
of this. Millwork appears to be in 
fair supply. 

The labor situation continues crit- 
ically short with no relief in sight. 
Continuous rains and backwater from 
the Mississippi river and its tribu- 
taries throughout the central south 
have curtailed logging and other work 
in the woods. This will be reflected 
in lowered production figures well 
into April. 

SEATTLE: Government demand is 
taking nearly all the cut leaving 
other buyers out of the picture. Very 
little lumber is being stocked any- 
where in this region, with ordinary 
purchasers finding only odds and ends 
in extremely low grades, if they find 
any at all. Feeling here is that the 
cessation of hostilities in Europe will 
not appreciably affect the tight mar- 
ket situatidn in this area because of 
huge demand for containers, portable 
structures and other military needs 
in the Pacific war. 

Red cedar shingles and siding re- 
main badly oversold with no available 
stocks. 

March has been a bad month for 
logging with heavy rains in the low- 
lands and snow in the higher altitudes 
curtailing operations. Manpower re- 
mains as critical as ever in all 
branches of the industry. 

TACOMA: Demand for all grades 
is greater than the manufacturers 
can supply, with lumber required for 
residential construction to alleviate 
an acute housing shortage holding 
the number one spot. In Seattle and 
Bremerton the war housing situation 
has become so serious that dormi- 
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tories and other buildings erected at 
Portland, Ore., but never occupied, 
are being dismantled and moved to 
Puget Sound cities. 

So much lumber is being utilized 
for residential construction that local 
yards have little opportunity to ac- 
cumulate reserves and supplies are 
pretty well cleaned out. 

Heavy rains during the past fort- 
night have impeded logging opera- 
tions throughout this area, creating 
a situation that is not too welcome 
to mill men because log reserves al- 
ready were pretty well depleted. To 
add to the complications, the labor 
situation is worse, 

SAN FRANCISCO: In some sec- 
tions of the northern California pine 
belt favorable weather permitted a 
number of lumber companies to start 
logging and milling operations some- 
what earlier than usual. In one area 
where mills were all set to get going 
during the week of March 23, heavy 
snow fall set openings back indefi- 
nitely. Generally mill operation is 
expected to be well under way by 
mid-April, with possibly a few areas 
held up until early May. Most seri- 
ous aspect of the coming season in 
this region is the problem of securing 
adequate man power. 

MINNEAPOLIS: Demand here con- 
tinues heavy, particularly since re- 
laxation of priorities for conversion 
of existing structures to create addi- 
tional dwelling units. 

Supplies are entirely inadequate to 
take care of present and impending 
heavy demand. The only hope seems 
to lie in some improvement after 
the European phase of the war ends, 
although this hope is none too high 
in Minneapolis dealer circles in light 
of recent allocations to Britain. 

High water from an_ unusually 
early spring breakup has contributed 
to a curtailment in production in the 
Minnesota area. Manpower is still a 
serious problem and logging camps 
and mills are due to lose some of 
their temporary labor which came 
from farms during the winter months. 
Truck tires continue to be a problem. 

BOSTON: Demand throughout this 
region continues heavy with the gov- 
ernment and war plants taking the 
bulk of available stocks, mostly pine, 
spruce and hemlock. 

The lumber supply situation in the 
greater Boston district is not much 
different than it has been all winter. 
There is a fair supply of northeastern 
pine, spruce and hemlock board and 
plank. The same cannot be said for 
2x4 and other dimension stock. Most 
retailers are solving their problems 
on this by “rolling their own.” There 
is a small amount of western stock 
coming through in mixed lots, but 
very little from the south. The hard- 
wood situation is very tight. 

Lumber manufacturers throughout 
New England are still plagued with 
manpower and equipment shortages. 

NORFOLK: There is not a great 
deal of pressure here in demand from 

(Continued on Page 50) 
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ANGELINA 


There will be a big demand for lumber at 
the close of the war. Angelina is looking 
forward to restoring its famous “SUDDEN 
SERVICE” for post- 
war buyers. Make a 
note now to put 
your postwar needs 
up to Angelina for 
dependable quality 
and satisfaction. 





CHICAGO REPRESENTATIVES: 


JOHN H. SHOOK LUMBER COMPANY, 
110 N. Franklin St., Chicago, Ill 


Retail and Industrial Sales ANGELINA COUNTY LUMBER COMPANY, Keltys, Texas 
A. E. BOATRIGHT LUMBER COMPANY, 
111 W. Washington St., Chicago, Ill. TROUT CREEK LUMBER CO.., Kirbyville, Texas 


Railroad and Car Material 








AMERICAN Lumber Handling Equipment 
for Saw Mills, Veneer Plants, Industrials You Can 


Cooperate With O. D. T. 


and at the same time save most 
of the freight charges by using 


PAR-TOX 


Wood Toxic Concentrate 


Every gallon of PAR-TOX makes 
30 gallons of toxic solution — by 
simply adding 29 gallons of low- 


cost reducing agent, available 
Automatic Dry Kiln Car Lumber Stackers locally. 


Semi-Automatic Dry Kiln Car Lumber Stackers 
Elevators for Stacking Dry Kiln Cars by Hand 
Dry Kiln Car Gravity Flow Unloaders 

Electric Lumber Transfers 

Planer Feed Elevators 

Hydraulic & Electric Elevating Tables Suscite 





It saves much in war-needed 
freight space — with an equal 
saving in transportation cost. 





“Par-Tox Treated” 
on your next order. 






Passenger, Freight & Industrial Elevators 


DESIGNERS AND MANUFACTURERS 
OF SPECIAL EQUIPMENT 





















MANUFACTURING COMPANY INC. — ee _—" IRA PARKER & SONS C0. 








































—" 2119 Pacific Avenue, Tacoma 2, Washington | poy and door OSHKOSH, WISCONSIN 
‘ 4 
Shevlin Pine Sales Company 
SELLING THE PRODUCTS OF DISTRIBUTORS OF oats 
*THE McCLOUD RIVER LUMBER WLIN OWE 
i She PONDEROSA PINE 
McCloud, Calif. ae &.S, ye st (PINUS PONDEROSA) 
py aie — one Sus ied Se8 See SUGAR (Genuine White) PINE 
_*Member of the Western Pine Associa- MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA} 
tion, Portland, Oregon. DISTRICT SALES OFFICES: 
. NEW YORK CHICAGO SAN FRANCISCO 
Fes Weedwoek 1604 Graybar Bldg. 1863 LaSalle-Wacker Bidg. 1030 Monadneck Bidg. 
bi Mohawk 4-9117 Telephone Central 9182 Exbreok 7041 
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WANTED 


NORTHERN HARD MAPLE 
CURLY and PLAIN 
Quartered Sawn 
VW” and 112” THICK 


WRITE or WIRE 
EPIPHONE 


142 W. 14 St., N. Y. C. 














HOUSTON BLOW PIPE 
AND SHEET METAL WORKS 
HOUSTON. TEXAS 


38 Years’ Experience 


Engineering Service and Estimates Without 
Obligation — Send Us Your Inquiry 








BALSA 


Again available without priorities 
or other restrictions. Stocks in 
New Orleans 


F.C. LUTHI & CO., ,eWonveans. ca. 











Automatic SAFETY TRIP STAKE 
POCKETS 


for Motor Trucks and 
Ry. Cars. Speed load- 
ing and unloading. Haul 
larger loads. Save 
stakes. Order today. 


C. H. Van Donk 
1337 E. Mason St., 
GREEN BAY, WIS. 

















SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS FA 
YARD STOCK ge 4 R CLEARS. 
_SPRUCE, HEMLOCK, CEDAR, PINE 
EF: Reliable Shippers 33 Years 
warre vs! AIR MAIL ONE DAY EACH WAY! 





Un tform in 
ool mol-s 
TEXTURE 
QUALITY 
SANS V4, E. Webster Lumber Co. 


Kansas City, Mo. 








LEMIEUX BROS., INC. 


FORESTERS--TIMBER ESTIMATORS 
APPRAISERS--CIVIL ENGINEERS 


610 Pere Marquette Bidg., NEW ORLEANS, LA 
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Sawmill Carriages 33110 

No part of the sawmill is subject 
to more abuse than the carriage; it 
cannot be too heavy or cumbersome, 
yet it must maintain true alignment 


eg ll! 





to produce accurate lumber, The En- 
terprise Co., points out. 

Illustrated is an Enterprise car- 
riage designed and built for use with 
a five foot band saw. It weighs less 
than 4,000 lbs., is 20 feet long, has 
four 44-inch opening head blocks and 
is driven by steam feed. For further 
information about this or other En- 
terprise carriages, check number 
33110. 


Diesel-Electric Locomotives 
33103 


H. K. Porter Co., Inc., has just is- 
sued a new 44 page catalog on Diesel- 
Electric locomotives. In addition to 
giving complete specifications on both 
narrow and standard gauge locomo- 
tives ranging from 30 to 100 tons, the 
catalog reveals pertinent engineering 
and construction data. Diesel-Electric 
advantages and necessary information 
for selecting the proper type of loco- 
motive are also considered. Booklet 
may be obtained by checking number 
33103. 


Heating Systems Circular 


Advantages, disadvantages, prob- 
lems and operation of air, water and 
steam home heating systems are ex- 
plained in a non-technical 12 page 
free circular issued by the Small 
Homes Council of the University of 
Illinois. Among subjects discussed are 
heating equipment standards, register 
and radiator placement and _ types, 
radiator shields, effect of reducing 
temperatures at night and provisions 
for domestic hot water from the heat- 
ing plant. Copies of the circular are 
free by writing to the Small Homes 
Council at the University of Illinois. 


Urea Resin Glues 33102 


Bakelite Corp. has published a 12 
page illustrated booklet on urea resin 
glues for plywood and densified wood. 
The low cost, wet strength, and 
adaptability of the resins is covered, 
as well as the types of equipment 
used. Purposes for which they are 
best suited are discussed and a spe- 
cial chapter is devoted to the poten- 





tial developments of the urea glues. 
Titled “Bakelite Urea Resin Glues,” 
the book is available by checking 
number 33102. 


Chain Saw Bulletin 33104 


A news bulletin, being mailed to 
chain saw owners and prospective 
chain saw owners, has been prepared 
by Henry Disston & Sons, Inc. The 
bulletin covers questions and answers 
covering maintenance and operation 
of the chain saw. The bulletin may 
be had by checking number 33104. 


Plywood Handbook 33107 


Douglas Fir Plywood Assn. are of- 
fering plywood handbook for lum- 
ber dealers, consisting of a reprint of 
seven articles appearing in AMER- 
ICAN LUMBERMAN. This hand- 
book offers suggestions for panelling, 
sheathing, exterior walls, and sub- 
flooring. Also included are stories 
on prefabrication with plywood, ply- 
wood uses on the farm and miscel- 
laneous plywood sales opportunities. 
Reprints will be furnished by check- 
ing number 33107. 


Power Booster 33101 


The new and improved power 
booster, latest development of the 
Talk-A-Phone Electronic Laborato- 
ries, enables the busy executive to 
now have both his office and factory 
at his fingertips without going 
through the central switchboard. The 





booster is capable of delivering a 
minimum of 15 watts “voice range” 
power. This is more than sufficient to 
cover the average paging system re- 
quirements; however more than one 
booster can be used in a system where 
greater power levels are necessary. 
An eight page catalog which illus- 
trates the booster and its accessories 
can be had by checking number 33101. 


Re-employment Program 33108 


Appointment of veteran advisors at 
all Johns-Manville mines, plants and 
offices to assure individual and per- 
sonal attention to all returning war 
veterans in the administration of 2 
comprehensive program for their re- 
employment is announced by the com- 
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pany. To assist in uniform admin- 
istration of the plan, a comprehen- 
sive manual has been compiled for 
veteran advisors and other persons 
concerned with employment. Further 
information about the program avail- 
able by checking number 33108. 


33105 


Because of the results gathered 
from a survey, showing interest in 
year ’round air conditioning, Chrysler 
Corp. has issued a folder covering 


Air Conditioning Folder 





Chrysler Airtemp air conditioning 
unit. The folder covers questions 
about purchase of the unit, cost of in- 
stallation, cost of operation, control of 
the unit, filter changes, and other fac- 
tors of maintenance and operation. 
This folder furnished by checking 
number 33105. 


Urea Resins 


Wilmington Chemical Corporation 
announces that it is now prepared to 
offer, in collaboration with the Synvar 
Corporation, Wilmington, Delaware, 
a complete line of urea formaldehyde 


and phenol formaldehyde resins. Pres- 
ent products include standard resins 
in liquid and powder form for a wide 
range of applications, as well as spe- 
cially-developed products for specific 
end uses. Thermoplastic type resins 
will also be available in the near fu- 
ture. 


Radiant Heating 
Handbook 33109 
How to calculate, design and install 
radiant heating systems for postwar 
houses and other buildings is de- 
scribed in the new handbook, “Byers 
Wrought Iron for Radiant Heating,” 
just issued by A. M. Byers Co. Chief 
purpose of the 52 page book is to 
serve as a working manual. Detailed 
procedure is listed for figuring heat 
losses and piping requirements, de- 
signing the coils, supply and return 
mains. Booklet available by checking 
number 33109. 


Home Builder Advice 

The first of a series of articles de- 
signed to help the postwar builder 
plan, step by step, from the first 
thought to the time he moves into the 
new house will appear in the Mc- 
Call’s Magazine, March issue. The 
article includes questions that. must 
be answered in choosing the right 
building lot for the buyer’s way of 
life. 


Book on Hiring Veterans 33106 


A manual of helpful suggestions 
about returning servicemen, and their 
adjustment to jobs has been prepared 
by Allis-Chalmers Manufacturing Co., 
as a guide to foremen who will be 
dealing with veterans. A pattern for 
hiring and introducing veterans to 
jobs is suggested and solutions to a 
number of problems that will be com- 
mon among discharged servicemen 
are outlined. Any interested group or 
employer may obtain a copy without 
cost by checking number 33106. 








For Further Information 


about any new product or piece of literature described in this department 
check the following numbers which correspond with key numbers to be 
found in the heading of the items. Sign the coupon, mail it promptly to the 
AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 2, Ill., and the desired 


information will be forwarded. 
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Wanted: Sawyer 


to Take Complete Charge 
Western Penn. Small Band 
Mill 


Exceptional opportunity for capable 
sawyer handle entire job. turn out 
some lumber and supervise 10 men. 
Motor driven cable operation 6’ band 
mill cut oak, mostly rough lumber. 
Steady operation. wner otherwise 
occupied. Need reliable man who can 
be depended on to do good job. Good 
sal and commission on production 
to right man. Address -88 care 
American Lumberman. 














Self- Loading 
Skidders 
are used with 
either team or 
tractor. On 
short hauls, 
snaking, and 
bunching logs, 
they are unez- 

celled. 


LINDSEY 
WAGON CO. 


Sole Manufacturers 
Laurel, - Miss. 











Here is a brand of flooring you can 
build business on. For satisfied cus- 
tomers, stock and sell “Diamond 
Hard” Maple and Birch flooring. 


J.W. WELLS 


LUMBER COMPANY 


MANUFACTURERS 
MENOMINEE, MICHIGAN 


















Low Cost 
Toxic-Water Repellent 
: Preservatives 
Chlorinated Phenol Toxic Base. 


4 


Positive against Rot, Fungi, Termites, 
Excess Moisture, a ~ 
Formulations to meet all official specifications. 


A profitable retail item for Lumber Yards. 


Write for technical data, tests 


CRE-0-TOX CHEMICAL PRODUCTS Co. 


MEMPHIS, TENN. 
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. . Obituaries 


A. D. BANTA, 82, retired lumberman 
of Shreveport, La., died Jan. 26, fol- 
lowing a brief illness. 

FERDINAND BOSKEN, 78, 
and president of the Ohio 
Cincinnati, Ohio, died 
home in that city, of a 
A son, a daughter, and 
children survive. 

CALVIN E. BRODHEAD, 66, president 
of Brodhead-Garrett Co., Inc., Cleveland, 
Ohio, died March 20 at a hospital in that 
city. He was a nephew of Calvin Brod- 
head, a co-founder of the company. Sur- 
viving are his widow, four sons, and five 
daughters. 

WALTER BROWN, 76, 


founder 
Veneer Co., 
Feb. 27 at his 
heart ailment. 
seven grand- 


retail lumber- 


man of Carrollton, Ill, died Feb. 27 at 
his home there, following a heart at- 
tack. His widow, a son, and a daugh- 


ter survive. 

HARRY W. CONRAD, president of 
John L. Conrad Sons, Inc., Port Carbon, 
Pa., died March 6. 

CHARLES A. COOK, 77, retired lum- 
ber dealer who had operated his own 
yard in Milwaukee, Wis., died at his 
home there on Feb. 26. 

WILLIAM G. DICKINSON, 63, pro- 
prietor of the Merrillville Lumber Co., 
Merrillville, Ind. (P. O. at Crown Point), 
died at his home there on Feb. 15 fol- 
lowing a short illness. His widow, a 
son, and two daughters survive. 


GEORGE C. DIRR, 80, president of 


the H. B. Tenzer Lumber Co., Defiance, 
Ohio, died Feb. 26, after a long illness. 
F. T. FEHRENKAMP, 87. of F. T. 


Fehrenkamp & Sons, Moulton, 
died at his home there on Feb. 22, after 
a lingering illness. He had been active 
in business until his health began to 
fail last year. Survivors include his 
widow, two daughters. and four sons, 
three of whom—Louis, Victor, and 
Henry—are associated with the lumber 
business 

ALBERT CHARLES FRIDAY, 79, re- 
tired sawmill operator of Merrill, Wis., 
died recently. 


Tex., 


HOWARD ©. FOX, 60, vice president 
and general manager of E. R. Bastress 
Lumber Co... Mount Carmel, Pa., died at 
his home there on Feb. 16; he had been 
ill for the past year. His widow, two 
sisters, and a brother survive. 

NICHOLAS V. GEHL, 79, president 
and sole owner of the N. V. Gehl Lum- 
ber Co., Milwaukee, Wis., collapsed and 
died March 8 in his home. Surviving 
are his widow, four daughters, and two 
sons. 


ALBERT LEONIDAS JEFFREYS, as- 
sociated with his father and brothers 
in the lumber business at Chase City, 
Va., died recently. His widow, a son 
and a daughter survive. 


JAMES McDONALD, 71, owner and 
operator of a lumber yard in Leipsic, 
Ohio, for forty-three years, died March 
4, after a long illness, leaving his 
widow and four children. 


M. CLAUDE NELSON, 63, sales man- 
ager, venetian blind division of the 
Ralph L. Smith Lumber Co., Kansas 
City, Mo., died in a local hospital March 
11, after an illness of a week. Mr. Nel- 


son, with the Ralph L. Smith Lumber 
Co. for the last eight years, was pre- 
viously owner of the old M. C. Nelson 


Lumber Co. From 1928 until 1933 he 
was president of the Publishers’ Press. 
Surviving are his widow, a son, Pvt. 
gently A. Nelson, a medical student at 
the University of Kansas; two daugh- 
ters, four sisters, and two brothers. 


SAMUEL T. NICHOLSON, 53, operator 
of a sawmill near Morton, Wash., died 


as the result of an accident at his saw- 


mill. Survivors include his widow, two 
sons, a daughter, and his father. ; 

HIERONYMUS NEUBERT, 74, who 
founded the Hartman-Neubert Lumber 
Co., Seattle, Wash., in 1909, died March 
8 at his home there, following a short 
illness. He is survived by his widow 
and a brother. 

LUCIAN REEVES, 63, of the Reeves 
Lumber Co., Wilkinson, Ind., died re- 
cently at New Castle, after a short ill- 


ness, His widow, two sons, a sister, 
and two brothers survive. 
CHARLES F. SHIELS, 80, president 


of Shiels Lumber Co., Cincinnati, Ohio, 
and engaged in the lumber business 
there for fifty-four years, died March 
18. Survivors include his widow, two 
daughters, and four sons, one of whom, 
Paul V. Shiels, was associated with him 


in the lumber business, 
CARL S. WEATHERWAX, SR., 85, 
pioneer Aberdeen, Wash., lumberman, 


died March 2 in an Aberdeen hospital, 
where he had been confined since he 
was injured in an accident last Jan. 2. 
He was one of the incorporators of the 
J. M. Weatherwax Lumber Co. Later, 
he was office manager of the West & 
Slade Lumber Mill and of the Ander- 
& Middleton Lumber Co., both of 
Aberdeen. In 1920 he established the 
Grays Harbor Title Co., with which he 
was actively associated until his acci- 
dent. He is survived by his widow, two 
sons, four granddaughters, and a great- 
vrandson. 

WALTER WILSON, president of Wil- 
son Brothers, Inc., Fredericksburg, Va., 
died recently at his home in Bowling 
Green, Va. 


son 


In the Market Centers 
(Continued from Page 46) 

the retail yards, except for finish 
lumber, which is scarce. New home 
building is on the increase and yards 
handling this business are securing 
priorities for their stock. Most yards 
would buy a great deal more oak 
flooring but mills producing this item 
are having difficulty getting rough 
boards and are swamped with govern- 
ment orders for other items. 

Retail lumber yard stocks are very 
small and there is not much possi- 
bility of increasing inventories now. 

The month of March has been ideal 
for logging, drying and shipping lum- 
ber. Logging, however, is hampered 
by lack of adequate labor and many 
independent loggers have closed down 
for the duration or until more labor 
and equipment is available. 

BALTIMORE: The latest and livest 
topic of conversation in lumber cir- 
cles here is the invitation received 
from the War Production Board to 
supply 25,000,000 feet of oak flooring 
for the erection of 30,000 prefabri- 
cated houses in the United Kingdom. 
With the mills just emerging from 
the customary winter lull due to 
weather conditions, plus the shortage 
of labor and wornout equipment, 
there is doubt among those who 
should know as to whether the 25,- 
000,000 feet will be forthcoming very 
soon. 

Retail lumber yard stocks here are 
at a low point and indications are 
they will remain there. Those depend- 
ing on private business are being 
squeezed harder and harder and the 
outlook for these yards at this time 
is not encouraging. 
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ADVERTISING 


PAYABLE IN ADVANCE 


Co must be in office of AMERICAN LUM- 
BERMAN by Monday prior to publication 
date. Rates are b on ber of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind” ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style, in 
Try classification, with first line in capitals. 
so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 





RATES PER WORD. PER INSERTION 


8c per word for one insertion. 

7c per word, per insertion, for 2 consecutive 
insertions. 

6c per word, per insertion, for 3 to 5 consecu- 
tive insertions. 

MINIMUM CHARGE §1.60. 

Attractive discounts for 6, 13 or 26 consecu- 


tive insertions. 
m answering “blind’’ advertisements ad- 
own care of 


dress number 
AMERICAN LUMBERMAN 


139 N. Clark St., Chicago 2, Illinois 











HELP WANTED 


WANTED: COST AND PRODUCTION MAN 


Familiar with complete woodworking opera- 
tions in hardwood and softwood including 
furniture manufacture. Excellent opportunity 
with growing postwar Organization. Address 
B-103, American Lumberman. 








WANTED—FILER 


8-foot Wheland Roller-Bearing Band Mill, lo- 
cated large city. Middle Tennessee. Excellent 
living conditions. State age, references, and 
wages expected. Release required. Address 
B-106. American Lumberman. 





WANTED—SUPERINTENDENT 


For large retail lumber yard in southern Wis- 
consin. Experience necessary. Must have 
ability to handle men. Address B-105, Amer- 
ican Lumberman. 





Middle West Lumber and Millwork distributor 
interested in obtaining first-class stock mill- 
work man to head its millwork department. 
Good proposition for right kind of individual. 
State age and experience in application. Your 
reply will be handled in confidence. Address 
B-97, American Lumberman. 





HARDWARE BUYER 


Aggressive middle west lumber and hardware 
concern is interested in hiring first-class hard- 
ware buyer familiar with general line of 
hardware and kindred household items. Good 
proposition for right man. Applicant will have 
to stand up under personal and business in- 
vestigation. Replies treated in strict confi- 
dence. State age and experience in applica- 
tion. Address B-98, American Lumberman. 





SALESMAN 


Ability to make minor plans helpful. Ad- 
vancement management associate yard possi- 
ble. Give age. draft status, experience and 
salary expected. Home Lumber and Supply 
Company, Rockford, Illinois. 





Wanted by last week in March band saw 
filer and band sawyer for Northern New York 
Hardwood mill. Good wages. Address B-72. 
American Lumberman. 


